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THE OVEN-HEAI-Gh 


Here in the Thermal Eye window, 
when the oven reaches the tempera- 
ture set by the dial, a red signal comes 
into view 


Here on the bezel, the oven by-pass 
(B) and safety pilot (P) are easily ad- 
justed with a screw driver 


OTHER MODELS FOR EVERY SERVICE NEED 
Here, mounted on the bezel of the control, is 
the oven cock 


RosertsHAw THERMAL EYE oven heat control provides your | 
zlesman with an entirely new approach in gas range selling. 
Now he has something exciting to show, something real to 
ay: “Here, madam, is the event of the year in gas ranges—a 
eat improvement that you will appreciate!” 


And Thermal Eye control backs him up with action. The 
prospect sees this new control actually signal when the oven 
reaches the temperature set on the dial. 

See that your ranges are equipped with this attention-getting 
control. It will energize your selling. 

OVER 2,800,000 IN USE 
ROBERTSHAW THERMOSTAT COMPANY. Youngwood. Penna. 
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The only known method 
of mechanically calculating 
orifice meter charts. 
time and eliminates errors. 
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You can’t afford to buy or sell gas 
unless it’s accurately metered. This is 
especially true in large volume measure- 
ment, where the slightest inaccuracy 
can result in considerable loss of revenue. 
That’s why we say, “Rely on EMCO Ori- 
fice Meters, they’re inherently accurate.” 


EMCO Orifice Meter construction is 
based on the most advanced engineering 
principles. Sensitivity and strength are 
combined to the best advantage. Simplici- 
ty in design and accessibility of parts make 
field adjustment easy. The result— Accurate 
measurement at the lowest possible cost. 


PITTSBURGH EQUITABLE METER CO. 
MERCO NORDSTROM VALVE CO. 


MAIN OFFICES PITTSBURGH, PA. 
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One of the most conspicuous fea- 
tures in the laying of a Dresser- 
coupled line is the absence of 
highly skilled labor. Reason: prac- 
tically anyone can quickly assem- 
ble the “factory-made,” fool-proof 
parts of the Dresser joint. Only one tool is re- 
quired—a simple wrench to tighten the bolts. 
There's no need to bring in skilled labor from 
distant points. Ordinary labor—inexpensive 
and easy to get—does the trick. ¢ So why 
gamble on the uncertainties of human nature? 
Use common labor and Dresser Couplings. 


-= DRESSER 


MFG. COMPANY » BRADFORD, PA. 


In Canada: Dresser Mtg. Company, Ltd., 60 Front St..W., Toronto, Ont. 


Note to Reader: This is 
the first in a series 

advertisements based 
on one engineer's ex- 
perience with his first 
Dresser-coupled line 
For the complete story, 
write for Bulletin 351. 



























This is an arresting, prestige-type advertisement, with an appealing 
illustration of a desert scene and the headline “Silent... Year After 


Year.” The picture itself gives a reader the impression of the “per- 
manent silence” for which Servel Electrolux is famous. The copy 


ORL A IRD Ie 





tells a complete story of the silence. economy, and all-round satis- 
faction of the gas refrigerator, which is supported by proof in the 





form of statements from satisfied users at the bottom of the page. 
This advertisement will run as a single page in “The Saturday Eve- 
ning Post™ and “Time” during March, with a combined circulation 
of 3.584.994 readers, and will reach the upper middle class, home- 
owning group of consumers. 


at 

i 
by 
» 























"rhis advertisement takes 
full advantage of the tab- 
loid technique that is 
proving so successful today. Begin- 
ning with a smashing headline— 
| “MILLIONS SAVE BECAUSE IT 
FREEZES IN SILENCE”—the 


advertisement is filled with interest- ; acer Soy : : fe w, 
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This is a unique advertisement designed espe- 
cially for the tremendous audience (6,000,000 
j homes) of the ““American Weekly.” More than 
half of the page consists of a dramatic treat- 
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ment of the romantic, historical, and scientific ELECTROL OF Saenr, ( 
aspects of gas refrigeration, written in an edi- THE DUPER ONT pepe xX | 
torial style resembling that which has helped ‘ y vil 
to build for the “American Weekly” the larg- "Tit AVES 

est circulation in the world. The March ad- E>) SEs 





vertisement carries the exciting headline, ‘‘2 v 
STUDENTS GET FORTUNE FOR ICE- at 
MAKING MIRACLE.” At the bottom ofthe 
page is a hard-hitting smash in color, with a 
consumer-appeal headline and a quick but 
complete story. 3 

















TO BACK YOUR SALES EFFORT IN 1937 
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ROM the standpoint of size, aggressiveness, and 

sheer SALES-POWER, the 1937 Servel Electrolux 
advertising program is unparalleled in the history of 
gas appliances. 

THREE SEPARATE CAMPAIGNS ... running in 
TEN OF THE NATION’S LARGEST MAGAZINES 
... Will reach an average audience of MORE THAN 
23,000,000 READERS A MONTH! 

Servel Electrolux has rolled out its HEAVY ARTIL- 
LERY. It is laying down a BARRAGE OF STRIK- 
ING SALES MESSAGES that will blanket your re- 
gion, that will prepare the way for the BIGGEST 
GAS REFRIGERATION YEAR YOU HAVE EVER 
KNOWN. 

And this great drive has already begun. 

YOU can MAKE THE MOST of this mammoth 
advertising program by organizing a concerted drive on 
YOUR PROSPECTS AT ONCE. Get new models on 


display immediately, send out literature, tie in with 


? ae 
spilt 


al 


rte 


. 
: 
T 


advertising in your local papers, advertise the 1937 
Servel Electrolux on the backs of gas bills, attract pros- 
pects with outdoor displays, and prepare for a RECORD- 


BREAKING YEAR WITH GAS REFRIGERATION. 


Servel, Inc., Servel Electrolux Sales Division, Evans- 


a ee 


ville, Indiana. 


SERVEL ELECTROLUX 


THE Gis REFRIGERATOR 
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BOONE-CHILTON 


Mechanically Cleaned Gas Coal 


For all types of Carbonizing 
Equipment and Water Gas Manufacture 


Lower Cost to the Holder 
results from Uniformity of Coal 


Quality 
e 


BOONE COUNTY COAL CORPORATION 
Philadelphia Chicago 








PRESSURE. .VACUUM 


7" illustration shows a ship- ears on the design and manu- 
ment of 24 relief valves—12 acture of special purpose 
each for pressure an d vecuum. ea se— Ne Te, i Ps a le 


—built for a middle western aT able not only to furnish exactly 
chemical processing company, 7” eum was required, but also to 
for protection of nitrogen stor- ee y prompt delivery. 


ENGINEERING CORPORATION ¢ we invite you to employ the 


background of our experience 
er’s inquiry was 


: h h lant . 
—So Engineers ~ Contractors nee ee 


lem— large, moderate or small. 
Semet-Solvay Engineering Cor- You will find our recommenda- 


poration has standardized for 40 RECTOR ST. wv NEW 646)°3 .@ Ee 7. tions practical and economical. 
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COAL 
Vi the Best 


Why is there a preference for certain coals in the manufacture of gas and by- 
product coke? 

[he answer is found im the oven retort yields of gas, by-products and coke; coking 
time; coal, gas and coke quality; coke characteristics, screen, shatter and tumbler 
tests; stability and hardness. By these practical experience tests, the answer in- 
variably is “CHAMPION.” 


“CHAMPION” COAL, inherently, is of the highest quality and is enhanced by 


standardization of quality and sizing, the result of the ultra modern mining and 


preparation practices by which it is produced. If you are not now numbered among 
the countless whose preference for “CHAMPION” COAL has been stated in the 


terms above, it may be because you have not made these practical experience tests, 


which we suggest and urge that you do. 





PITTSBURGH COAL COMPANY 


General Sales Offices: HENRY W. OLIVER BUILDING, PITTSBURGH, PA. 


— a oe sh ; 
Boston, Mass. Becoit, Mich Ohio Hesies Utica, N. Y. 
Selgneee, YA. ~~ saitsie, Mich. Se Mich. Youngstown, O. 


New New York City 
prrrssuacH ‘COAL COMPANY OF WISCONSIN, De Duluth, Superior, rene St. Paul 
MILWAUKEE WESTERN FUEL COMPANY, Milwaukee, Wisconsin 
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These 24-year-old Coaper-Bassemers at Branch- 
land, W. Va., push gas through to Cincinnati. 
These new Cooper -Bessemers at Haven, Kansas, 
push gas through to Detroit. 
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N March of ‘36, the angry flood waters swirled 
through Pittsburgh streets. Yet the GAS service 
never failed! Ten months later, the same thing hap- 
pened in Cincinnati. Gas history was repeated! 


High water holds no terrors for the GAS utilities that 
depend on slow-speed, long-lived compressor units. 
History has proved their reliability! 


The old and new installations, shown here, are 
“brothers under the skin.” Although the modem units 
are greatly improved, they are still low-speed 
and heavy - duty! : 


‘THE COOPER. BESSEMER CORPORATION 


Mt. Vernon, Ohio — PLANTS Grove City, Pennsylvania 


640 East 6/st 
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CINCINNATI, OF ) Sarees Fld 1937 — 4 
_ Gas service was available continuously. | 










N March of ‘36, the angry flood waters swirled 
through Pittsburgh streets. Yet the GAS service 
never failed! Ten months later, the same thing hap- 
pened in Cincinnati. Gas history was repeated! 


These’ 24-yeor-old Cooper-Bessemers at Branch. High water holds no terrors for the GAS utilities that 
land, W. Va., push gas through to Cincinnati. rs = bor 
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are greatly improved, they are. still low- speed 
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HOW LEADING UTILITIES 
KEEP INVENTORY DOWN 


Jie 








Wirn load rapidly on the 


increase, every utility is 


faced with the problem of 


keeping inventory from in- 


creasing at the same pace. 


Progressive utility compa- 
nies—dozens of them—have 
turned to a simple, inexpen- 
sive Kardex Record System. 
It controls stock ranging all 
the way from electric irons 
and switches to mountain- 
ous piles of coal. Besides 





reducing inventory it makes 
important savings in stor- 
age, handling, depreciation 


and obsolete materials. 

The money-saving efficiency 
of Kardex Stock control is 
based on these two factors: 


1. THE ASSEMBLING of vital 
yet widely -distributed infor- 
mation on compact Visible 


Kardex cards. 


2.INSTANT WARNING 
flashed by Kardex 
signals of danger- 
ously low stock or 


overbuying. 


5 


If you have Kardex Stock 
Control records now, find 
out how little it would cost 
to add modern improve- 
ments which will make still 
greater savings possible. If 
you haven't Kardex, tele- 
phone the Remington Rand 
office in your city or write 
Remington Rand, Buffalo, 


N. Y.. for full details. 


OK. i745 from 


Remington Rand 
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Going Over the Hurdles of Competition 
In the Gas Industry 














ee MMIPETITION its the life ot 
C trade.” This is the expres 
truism which the 

average citizen would probably say 
has no application to our business 


ry 


S1Omn OT a 


because the gas industry is one ot 
those enterprises which falls in 1 
a natural monopoly. So 
l-rom the technical stand 
point there are but few, if any, tet 
ritories whi 


{ 
] 
ne 
category Of 


it does 


re there are two or more 
companies competing with each other 
; but every exper! 
enced gas man will agree that his is 
most highly competitive 
enterprises in the country. To ig 
nore this fact or try to convince 
its non-existence would 
be as sillv and fruitiess as is the a 
tion proverbial ostrich wit 
head in sand trying to convince him 
that his pursuers can not see 
him because he can not see them 


for the sale of gas; 


one of the 


ourselves ot 


1 


of the 


self 


The Ostrich is a formidable fos 
and packs a tremendous wallop in 
his heels if he will but stand up and 
face the facts and use his fighting 
powers against his enemies. Like 
wise the gas industry possesses a full 
complement of fighting = strength 
when it honestly faces the facts and 
meets them with courage and deter 
mination. Let us frankly take cog 
nizance then of the competition we 
have to and inventory the 
weapons with which we are equipped 
to overcome it. 


meet 


An athlete who run a 
hurdle race does not look with dis 
may at the obstacles over which he 
has to leap in order to win such 
a contest; nor does he waste his time 
bemoaning the fact that there are so 
many of them, or that they are so 
high; nor does he console himself 
with the alibi that hurdle racing is on 
its way out and that marathon dance 


essays to 


By 
James F. Pollard 


President, Seattle Gas Co., 
Seattle, Wash. 





JAMES F. POLLARD 


ing, pole sitting, discus throwing or 
form of athletic contest 
or public amusement has come along 
to divert from his event. 
You never hear him say: ‘“What’s 
the use?” No, the wise hurdle racer 
doesn’t run away from his obstacles. 
He puts on his spikes and his track 
clothes, girds up his loins and goes 
out to put himself in shape to do his 
stuff and win. He goes over the 
course times without number until 
he develops a stride that is at once 
natural and calculated to a nicety so 
that he approaches each obstacle with 
the seme foot at just the right dis- 


some other 


attention 


11 


stance from it and “takes it in his 
stride.” He trains and disciplines 
himself. He denies himself the 


foods that are not good for his wind 
or for building up muscles, no matter 
how much he craves them. He fights 


with courage and determination in 
each race until the last tape ts 
crossed. He never quits and never 
gives up He soars over all the 
hurdles and wins. “Inferiority Com- 
plex” is an expression unknown to 


his vocabulary. He accepts the hur- 
dles of his competition as he finds 
them and overcomes them one by 
one, but he doesn’t close his eyes and 
try to make himself think they are 
not there, nor does he shy at them 


and with craven heart try to go 
around them. 
| think there are many similari- 


ities between the gas industry and the 
hurdle racer, and gas men can learn 
much from his technique and proce- 
dure. \WVhat are the hurdles to be 
overcome in the gas business? The 
first one 1s competition in the cooking 
field. Coal and wood are still used 
by a large percentage of American 
homes, in spite of their many incon- 
veniences and drawbacks, because 
they are cheap. Oil, kerosene and 
gasoline are not so important in our 
part of the country, but still compete 
to some extent; and oil burners are 
pushed vigorously in other 
Electricity has been 
developed intensively in some locali- 
ties and tremendous publicity and 
advertising have been placed behind 
it by its promoters. 

In the water heating field the same 
fuels compete in about the same pro- 
portionate degree as in the cooking 
field. 

Gas refrigeration has to compete 
with ice and with electrically driven 
compressor types of refrigerators. 


being 
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In house heating gas meets its 
widest variety of competitors, in- 
cluding coal, wood, oil, coke, saw- 
dust, electricity, briquets, with liter- 
ally hundreds of stokers, burners, 
stoves, heaters and appliances bid- 
ding for public favor. 

In the industrial field fuel oil, coal 
and electricity are again the chief 
competitors and are applied in a 
myriad of ways. 

This is quite a galaxy of hurdles, 
some higher than others, but all to 
be reckoned with and all of them to 
be surmounted. Let us acknowledge 
them and gird up our loins and go 
out with a stout heart and an unbeat- 
able determination to win. 


Fuel 


First of all, what equipment is 
available to us in this competition 
and what is the condition of our 
tracks We have the finest lane to 
run in because we have the finest 
fuel to offer. It is generated from 
crude fuel materials and washed and 
scrubbed and purified until there is 
nothing left in gas that will produce 
soot, ashes, fire hazard or anything 
else on our customers’ premises ex- 
cept usable, clean heat, adjustable 
instantly to any desired intensity 
from a tiny simmer flame to a speedy 
high heat for broiling or for quick 
recovery when the hot water supply 
is depleted or a quick cooking or 
baking job is required. It is capable 
of automatic temperature control to 
a nicety of precision, adaptable to 
the most exacting manufacturing op- 
eration or delicate cooking need. It 
1S piped to the point of use and is 
constantly available when needed at 
any hour of any day or night at the 
turn of a valve. 

Compare these desirable qualifica- 
tions of gas fuel with corresponding 
characterisfics of its competitors 
Some have some of them, none have 
all of them and some do not possess 
any of them. Have we got a favor- 
able lane for our race? I'll sav we 
have! 


Appliances 


What about gas appliances: 
Where can one find anything more 
beautiful than the modern gas range 
styled to suit every taste in a long 
line of gleaming enamels, in paste! 
shades of every hue to match any 
kitchen color scheme? Those who 
want a strictly modernistic stvle can 
find stoves supported by chromium 
steel tubing frames with lamps and 
clocks, divided cooking tops and 
roomy working table surfaces in the 
most approved modernistic designs. 
Then there are console models with 
utility drawers. They have insulated 


ventilated ovens, supphed with auto- 
matic heat controls that hold oven 
temperatures to an absolutely even 
predetermined heat of any degree 
within the baking range. There are 
open tops and closed tops and con- 
cealed tops, smokeless broilers, auto- 
matic lighters, clock controls; in fact 
they have every device that any 
cooking appliance has ever been sup- 
phed with to make cooking an exact 
science. Their use minimizes kitchen 





“Those of you who were 
at Chicago last year will re- 
member there came out of 
the West a man with a voice 
and an idea. His courage 
was unconquerable, his logic 
irrefutable, and his _ elo- 
quence irresistible. Those 
of you who were there know 
that James A. Pollard came 
from Seattle and brought 
forth an idea which was met 
with possibly some _ skepti- 
cism. But he wore that down 
by the force of his arguments 
and there was born the idea 
of a National Advertising 
Campaign for the Gas Indus- 
try. So successful were those 
arguments that they resulted 
in the setting up of a Com- 
mittee on National Advertis- 
ing very ably headed by your 
incoming president, Mr. 
Russell, who drove through 
a financial program which 
justified the experiment in 
National Advertising. 

President L. B. Denning 
A.G.A. — A.G.A, Convention 
October, 1936. 











drudgery, cooks the food and not 
the cook, saves the housewife’s time 
and gives her a maximum of release 
for the enjoyment of recreation and 
cultural pursuits. 

What water heater can offer the 
utility and satisfaction of a storage 
gas water heater with its automatic 
temperature control, quick recovery, 
minimum heat loss and minimum of 
operating expense’ Heavily insu- 
lated and finished with decorative 
enameled jackets that make them an 
ornament in any basement or even 
the kitchen or any other space avail- 
able in the most fastidious home. Gas 
water heaters furnish an ever-ready, 
ample supplv of hot water at the turn 
of a faucet. 

No other refrigerator compares 
with the permanently silent life-time 
gas refrigerator sold under the name 
of Electrolux. No moving parts to 
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wear and get noisy, just the silent 
continuous cycle of gas circulation 
and heat absorption which makes the 
gas refrigerator premier of them all. 
It is competitive too in first cost and 
operating expense with the best re- 
frigerators of any other type. 

But it is in the field of house heat- 
ing and air conditioning that gas as 
a fuel satisfres all the superlatives 
known to the most imaginative circus 
barker or movie press agent. It is 
marvelous, stupendous, colossal, awe- 
inspiring and all the rest. Of all 
the automatic fuels it is the only one 
that is automatically delivered, al- 
ways at hand and never has to be 
ordered. It is the only fuel that is 
absolutely clean, without soot, greasy 
vapor, tar, or ashes. It is lower than 
most in first cost and in many locali- 
ties it is cheaper to operate; but even 
where it costs a little more than some 
other crude fuels, it is easy to prove 
that it is a premium fuel and is 
worth it. 

Look over the foregoing list of 
the equipment and points of strength 
with which gas is equipped to go 
over the hurdles of competition. | 
defy any one to disprove a_ single 
claim there stated as to the superi- 
ority of gas. It can’t be done. 

There is no room for an inferiority 
complex in an industry that can 
offer such a service to the public. 
What is it then to which the gas in- 
dustry needs to give the most atten- 
tion in the competitive race today? 
Obviously it is to “Climb a tree and 
holler” until the public is as fully 
conscious of the excellence of our 
service aS we ourselves are. 


Advertising and Publicity 


This means advertising of every 
kind and in larger chunks. It 
means casting our bread upon the 
waters of publicity with courage 
and with faith that when once the 
public understands it will come 
back to us many fold. 

It means employee loyalty and 
enthusiasm spreading the gospel 
by word of mouth supported and 
encouraged by the printed word 
and printed pictures and radio 
broadcasts. 

I am proud to be an employee 
of this great gas industry that of- 
fers so much of comfort and serv- 
ice to its customers for so little. 
And when every other employee 
of the industry feels that same 
spirit of pride within him we will 
be going over those hurdles so fast 
and so gracefully that no compe- 
tition can even approach us, much 
less outdistance us. 


(Continued on page 71) 
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T IS NOT difficult to imagine 

some reader saying, “That guy 

has his nerve. One year in the 
gas business and he knows what's 
the matter with it!” 

Maybe so—but there is plenty of 
precedent for such sublime presump 
tion. Willys, a mere bicycle sales 
man, took a defunct automobile fac- 
tory and made it into a stockholders’ 
delight. And the man who showed 
the poultry raisers how to make real 


money didn’t know a Mottled An 
cona from a dunghill dominick. Kel 


lerstrauss said he could hire chicken 
men by the dozens. He'd show 
how to sell chickens. And he cer 
tainly did. Similar incidents could 
be recited endlessly. 


em 


Barnum Was 
Right 

Barnum was right. When a mai 
quotes that bromide the first thing 
that comes to mind is the well known 
Barnum classic, “There’s a_ sucker 
born every minute.” But the great 
showman uttered one even more pro- 
found truth than that when he said 
“Your business is going to be ad 
vertised. If vou don’t do it the 
Sheriff will.” And I know of at 
least one gas company which is a 
gasping 
statement. 

How did I come to be in the gas 
business, anyway? I'll tell you. For 
years I was in the retail furniture 
business in a Northern state where 
aggressive furniture dealers sell 
more gas ranges than the gas com 
panies. I sold gas ranges and [| ad- 
verttsed them, and the way we mer 
chandised the crude ranges we had 
m those days makes me wonder what 
we could have done if we had had 
the marvellous creations which gas 
range manufacturers are making to- 
day. And, Oh Boy! Suppose we 
had had the Electrolux Gas Refrig 
erator. Would we have gone to town 
with that ? 

Yes, conditions were different 
then. Electric ranges had not vet 
entered the picture, but there was 
plenty of competition. 


near-verification of that 


It was a darn 


What's Wrong With the Gas Business? 


By 


A man who has been in it 
just One Year 


sight harder to sell an automobile 
back in 1896, when motor cars were 
curiosities than it is now when they 


are thicker than horses ever were. 





The author points out the need 
for more aggressive local adver- 
tising campaigns by individual 
gas companies, 

It behooves all gas companies 
to capitalize on the national ad- 
verlising campaign by making 
full use of the advertising aids 
and material available through 
the American Gas Association and 
the sales helps issued by indi- 
vidual manufacturers.—Ed. 





| alwavs loved to sell gas ranges. 


\ good salesman could talk all 
night about a gas range and never 


sav the same thing twice. And as an 
:dvertising man | loved to promote 
them. So when a furniture store 
which I was connected folded 
up in January, 1936, | applied for 
the position ot the 
Division Headquarters of a large gas 
company. March Ist I went to work 
for one of the company’s small prop- 
erties. I applied for that job with 
the firm conviction that I was some 
punkins as a gas range salesman, 
and | still think so. But I’ve learned 
a lot of things in the past year. 

One thing was, although this isn’t 
important, that this particular place 
the reputation of being a tough 
gas That made it almost im 
possible to induce an experienced 
But it didn’t 
phase me. After a week or two spent 
in brushing up on the latest 
equipment there was no doubt in my 
mind about my ability to do a mop 
up selling jol 


It did not take me 


with 


salesman at 


5 | 
had 


town 
gas man to come here. 


gas 


long to learn 


also, that this town had been thor 
oughly sold on the operating econ 
omy of electric ranges and refriger- 
ators. In fact, it was very obvious 


that sales arguments had been based 





almost entirely on the assumption of 
exceedingly low operating cost, de- 
spite the fact that the electric cook- 
ing rate is very high. That shows 
how the public can be sold any kind 
of an idea, true or not, if the right 
amount of promotion is put back of 
it. After | had a number of doors 
virtually slammed in my face when 
| tried to talk gas, and after my few 
interviews had been stalemates over 
the subject of operating cost I took 
a few days off and wised myself up 
on the comparative costs of elec- 
tricity and gas in this town. Gosh! I 
had been accustomed to selling gas 
ranges on their merits, and not ona 
difference of a few cents a month 
in the bill. Anything that is better 
and faster usually does cost a little 
more to own and operate. Never- 
theless, I dug out all the available 
information on the relative heat 
values of a K. W. H. of electricity 


and a thousand feet of gas of a 
given heating value expressed in 


dollars and cents according to the 
rates for both fuels, and discovered 
that I also had the cost advantage 
with me. So | sallied forth again 
with renewed confidence. Just stop 
me now, thinks I. They did. Oh 
ves, I have sold quite a bit of. mer- 
chandise during the past year, but 
| have had the heart breaking ex- 
perience of seeing sale after sale go 
to an electric salesman who didn’t 
know as much about his appliances 
as I did, just because the prospects 
wanted to believe what he told them, 
and refused to believe any of my 


statements. My respect for the 
perspicacity of that guy Barnum 
increased every day. 
Cutting 

Prices 

Soon I discovered I could make 
some sales by drastic price cuts. 


Electric ranges and refrigerators are 
sold in this town by independent 
merchants. (The electric plant is 
municipally owned), and they hold 
hold up the price of merchandise. 
There is the usual $25 to $40 charge 
for installing an electric range, and 
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many people who preferred an elec 
tric range would buy a gas range if 
I would cut the price to bring the 
cost far enough below the installed 
cost of the electric range. At first 
I refused to make such cuts and so 
lost quite a number of sales. In 
desperation I finally began making 
exorbitant allowances for old ranges, 
found that sales made on that basis 
were grudgingly accepted in the of 
fice, and so adopted the practice. The 
result was, naturally, that while the 
number of units sold was fairly im 
pressive the merchandise — sales 
showed actual loss at the end of each 
month. 


Selling 
Gas 


But the most disheartening dis 
covery was that all my gas range 
selling experience of the past was of 
very little use to me on this 1936 
job. What was the use of 
through an enthusiastic, thorough 
point by point sales presentation of 
a gas range, only to have my pros 
pect say when | was all through, 
“Yes, I] suppose that is all very true 
I'll concede that gas is faster and 
maybe a little better. Dut gas costs 
so much here that it would ruin me 
to use it.” You see, my job wasn’ 
selling gas appliances at all, it was 
selling GAS. And while I hed the 
facts and figures on my side public 
opinion was all against me. And let 
me tell you that another old saving 
is just as true as Barnum’s adver 
tising gem, and that is “A woman 
convinced against her will is of the 
same opinion still.” 

And did I want to boil when some 
woman would give me a condescend 
ing smile and say, “Gas is very nic 
of course, but when | buy new equip 
ment | am going to buy electric. It 
is the MODERN equipment, of 
course.” 


POoOmYe 


‘ This is no mystery story. There 
is no catch in it,. no. surprises, no 
catch endings. The answer is all 
around us,. in. the merchandis ng 
methods and experiences of every 
commodity that really represents big 
business, from chewing gum to mo 
tor cars. ADVERTISING. Why 
do some people here believe that 
electricity is the MODERN fuel, the 
cheapest and in every way the most 
desirable fuel? Not beccuse these 
assumptions are true, but because 
they have been told they are true for 
years in magazines, their daily | 
pers, moving picture shows and on 
billboards. And the gas companies 
—the gasping ones, at least—have 
just sat back and expected one or 
two salesmen to hotfoot around town 


a 


and offset by word of mouth, not 
only this printed propaganda, but the 
oral propaganda of ten times as 
many electric appliance salesmen as 
\\ ell 


Consistent 
Advertising 


Today the job of selling any ap- 
pliance which you expect or hope to 
put into a large number of homes, 
especially the better homes, of your 
community is distinctly a mass sell- 
ing proposition. So the inevitable 
answer 1s advertising, consistent ad- 
vertising—week after week and 
month after month. When I have 
made this statement to men longer 
in the gas business than myself and 
more thoroughly steeped in gas com- 
pany precedent their quick and ready 
answer has been, “Oh, but that is 
what the company pays you for; to 
carry the message of gas superiority 
and gas economy into the homes in 
this town.” 

That statement betrays such a 
childlike conception of modern mer- 
chandising that it isn’t worthy of an 
dnswer 

Any big business today which is 
relying on the personal efforts of su- 
per-salesmen for its survival is flirt- 


ing with extinction. In the first 
place, super salesmen are mighty 
hard to find. And in the second 


place if you get one you don’t keep 
him long. Somebody promptly hires 
him away from you 

Just take a look at the average 
man who is helping to put over mo 
selling successes. Is he a 
Of course not. He 
an ordinary hustling chap 
who is cashing in on the public desire 
and demand created by the powerful 
advertising behind 


tor Cat 
' ] ae ? 
super-salesman ! 


is Just 


automobiles. 
\bout all he has to do anyway, so 
far as influencing his prospects is 
concerned, is to direct their desires 
to the particular car he is selling. 
Suppose those fellows had to sell 
cars under the handicaps which the 
gas salesman in many towns is work- 
rainst. Well, light cars would 
still be selling for more than $2000 
and there wouldn’t be many of them 


sold. 


ing as 


Dramatize 
Gas 


And how wonderfully the motor 
car people have dramatized their ad- 
vertising. No wonder people are 
willing to skip some of their meals 
to own and run the things. And 
just think what the gas companies 
could do to their advertising. Talk 
about drama that is rich in sales ap- 
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peal. In the last issue of AMERICAN 
Gas JouRNAL there are telegrams 
from various sectors of the flooded 
arezs telling that gas service was the 
one thing in the wreck that did not 
fail. Last Spring we had a wind- 
storm in this town. Wires were 
down everywhere. People with elec- 
tric kitchens were glad to take their 
meals to the homes of their gas using 
neighbors to cook them. What an 
opportunity for some gas promotion. 
But heck! We were more interested 
in getting the window trims back 
in place than in taking advantage of 
it. 

And most of us have the funniest 
ideas about advertising appropria- 
tions. The amount is often figured 
at 7% of sales, which is a very sat- 
isfactory amount. Wut we figure 7% 
of sales mode last month, not what 
sales could be made with more ad- 
vertising. In other words, instead 
of expecting the advertising to make 
the business we expect the business 
to make the advertising. Is that 
cockeved or isn’t it? 

I don’t know just what problems 
and difficulties other eas salesmet 
in other towns are facing. Evident 
ly they all have them from gas com- 
pany troubles I see discussed in vari- 
ous journals. But I am sure that 
if we were to have the right kind of 
a consistent advertising program for 
one year, gas would be anything but 
hard to sell. 


Lower 
Rates? 


I have never asked 
for a lower rate. I would even be 


Lower rates? 


willing to see the rate raised if we 
would then be permitted to promote 
for all we’re worth. 

There is no reason why Las should 
not be as high, if not higher than 
electricity. It’s better, any way you 
look at it. Do you know of any- 
thing else that is better that doesn’t 
cost more? I don't. 

Make people WANT something 
and they'll pay for it. Make people 
WANT gas ranges and you won't 
have to give them away. When peo- 
ple really want something they are 
willing to pay more for it. Adver- 
tise any reasonable statement consist- 
ently and people will believe. That's 
the power of advertising. 

So with only one year in the gas 
business | know what’s the matter 
with it. It isn’t B.T.U.’s, Therms 
or any of the other technicalities of 
gas. It’s lack of good, energetic, 
consistent promotion. Give us that 
then we'll go places. 
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itting the Lofty Quota Heights 


of 243.1% 





The Ohio Fuel Gas Company Writes a New Chapter 


In Its House Heating Sales History 


ROVING that it’s an ill num 
Pp ber that counts nobody good, 

The Ohio Fuel Gas Company, 
of Columbus, Ohio, turned the “un 
lucky 13” bugaboo into a 
breaking success in its recent 13 
weeks’ sales campaign on gas heat 
ing equipment. 


recort | 


In tact, so vigor 
ously did this aggressive sales or 
ganization attack a 256,000,000 
cubic feet quota that, ere the period 
of 13 weeks had ended, they not 
only had doubled the original as 
signment but, also, were well on 
the way to tripling it. Final per 
centage figures reached 243.1% of 
quota—representing a total of 622, 
225,000 cubic feet of new annual 
heating load. 

In addition to exceeding the 1936 
quota, the company bettered its 
successful performance of 1935 by 
45%, or 193,050,000 cubic feet, to 
establish an all-time company rec 
ord for the sale of new heating in 
any similar campaign. 


Wins Columbia Contest 


As a result of this outstanding 
selling job, The Ohio Fuel Gas 
Company, known as Columbus 
Group in the operating set-up Ol 
its parent company, The Columbia 
Gas & Electric Corporation, won 
first place in its division in Colum 
bia’s system-wide contest 
conducted during the fall season. 
The Columbia Contest is set up in 
two divisions, one of which is com 
posed of the four smaller operating 
Groups and the other, the tour 
large Groups. It was in the latter 
classification that Columbus Group 
took top honors, winning the hand 
some trophy presented by P. G. 
Chairman of the Board, 

Gas & Electric, and a 


sales 


Gossler, 
Columbia 


substantial cash prize. 
Columbus Group salesmen, also, 
made a 


splendid showing individ- 








By 
Howard C. Minnich, 


Assistant Advertising Manager 
The Ohio Fuel Gas Company 

ually in this contest, no less than 
46 men participating in cash prize 


awards during the contest. 
Battle of Ballots 
Supplying the background for 


The 


Ohio Fuel Gas Company's 
sales 


contest during the heating 
campaign, was the timely theme of 
politics, The dates of the heating 
drive, August 3 to October 31, tied 
in most opportunely with _ the 
period of greatest interest in the 
national political campaign, mak 
ing this theme a “natural” for a 
sales contest. 












Hot Weather Hasn‘t 
Caused Me to forget 
those Sub-Zero Days 
Last Winter 








44 
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Heat Met the Crisis 

Hot summer days make lest winter seem a long 

But remember those sub-zero temper- 
those biting winds -—the prolonged cold 
that seemed never to relinquish its icy grip. Gas 
heat met the test of that record winter. Unitorm, 
healthtul warmth was maintained in gas heated 
homes through it ell—aend at e most reasonable 
cost, as shown by actual check of hundreds of 


time ago 
atures 


Ohio residences Mail this 
Another winter is not far off. Your heating Coupon to 
Your Gas 


problem again becomes most important. Solve it 4 m 
this winter with clean, automatic gas hest Mail Co. office 
the coupon now for @ free heating survey ne 

2 service which incurs no verre Conporn 
obligation \ 


of your home 


In the contest 


the 
operating districts of the company 


set-up, ten 
divisions, 
each “political 
party”. The five northern districts 
composed the “Union Party” with 
the five southern districts compos- 
ing the “Confederate Party.” Each 
party attempted to elect a presi 
dent and a vice-president, fictitious 
characters created especially for 
the contest. 

In addition to 
rivalry, other competition was pro 
vided between individual districts 
by a “senatorial election”. Candi- 
dates for the “senate” were the dis- 
trict managers. The sales 
managers heading the three high- 
est districts at the close of the con- 
test were to be elected. This com- 
petition was set up on a quota 
basis. 

Further competition was secured 
between the salesmen themselves 
“president’s cabinet” and a 


divided into two 
representing a 


were 


this sectional 


sales 


In a 


“congressional representative” elec- 


tion. The ten high salesmen in the 
entire organization at the close of 
the campaign were automatically 
elected to the ten “cabinet” posts, 
while the “representatives” elected 
were the next highest salesmen in 
the respective district. Competition 
among individual salesmen was 
based on M.C.F, of new heating 
load secured. 

All votes, of were cast 
in terms of percentage of quota ob- 
tained in the case of the district 
competition and in M.C.F. of new 
heating load sold in the salesmen’s 
race. Substantial cash awards were 
offered as “salaries” to the winning 
candidates of the various offices. 

The Union Party consisting of 
the five northern districts, won the 
election, placing its candidates in- 
to the offices of president and vice- 
president. Fremont, a Northern 


course, 
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District, won the district competi 
tion by giving its sales manager, 
H. J. Bowden, the greatest number 
of votes. Elyria and Toledo, also, 
Union Party districts, won second 
and third places, placing J. L. Pari 
dis and R. J. Miller, respective 
sales managers in the “senate.” 

Earl Price, a salesman from the 
Klyria District won top honors and 
the “Secretary of State” office in 
the individual race with 134,500 
votes representing 13,450 M.C.F 
of new heating load sold during the 
13 weeks of the drive. 


Results Are Impressive 


A total of 21,334,000 votes was 
cast during the 13-week contest, 
representing 622,225 M.C.F. of new 
heating business. Every district 
succeeded in breaking its individ 
ual quota by 50 per cent or bet 
ter, and seven of the ten districts 
more than doubled their assign 
ments, with the winning Fremont 
organization scoring 323.6 per cent 
of its quota. 

During the 13 weeks of the cam 
paign, we sold a total of 9,457 units 
broken down by the various types 
of the equipment as follows: 


Boilers and furnaces... 386 
Circulating heaters .. .1,059 
ieee heaters ......... 713 
Radiant heaters ...... 6,100 
Conversion burners ...1,199 


All the equipment was sold out 






Carefree 
Winter 


YOU CAN HAVE THEM 
with GAS heat 





Why did you anticipate the comng of summer with {CVA >. 
woch onthusianm? Wasn't it because it meent no more iS rma | 
twesome furnace tending — 00 more cleaning up root sa em 


ond ashes silted through the house — ne more silments 
rovsting trom teater-totter temperetures muds your 
home? You con have the same careiven dave afl winter Sav dn dha 
fomg # you here sutomaetic gas hest on your home 


Macy femilies «ho best with gos tell os thet & 6 
worth much more than other hips Yet olf incidental 
expenses considered, # costs ao more, May we make 
& free heating survey of your home and tell you the 
cost of converting you hunece te « modern gas-fired 
walt, os well os estimate the cost of ger heat for » 
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Not Rich- 


Feat My Home with Gas 


“Yes, they may never call me rich, but by watching expenses 


the Missus end | have managed to save a little each week. Had to 
figure costs pretty close to do it and still keep house the way 
we're used to it. One thing we found out — when we used 
old-fashioned heating, there were a lot of extra costs besides 
the fuel. Extra cleaning bills, replacing burnt out grates, removing 
ashes, doctor bills for winter sickness caused by uneven temper 
atures - heep track of these expenses because they add up 


Two years ago @ man from The Ges Campany called and 


wanted us to use ges heat. “We'd like it, | told him, ‘but we can't 

attord it. He asked to make a heating survey and estimate the Ma 
cost of heating ovr home with gas. Well, sir, we found that clean 
trouble-free gas heat really cost less — all 

costs considered. Take my tip and ask The 

Gas Company for a free heating survey. The 

fects will surprise you just like they did me.” — 


4 
BM Gu Company 
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right and no rentals were offered. 
Much of it, of course, was financed 
on a term payment plan. Most of 
the equipment replaced the more 
antiquated methods of heating such 
is coal and other manually con- 


trolled methods. 
Credit for this remarkable sell- 


ing job may be laid at several 
aoo;rs 
First and foremost, a well 


trained, aggressive sales organiza- 
tion under the splendid leadership 
of Mr. F. T. Rainey, Business Pro- 
motion Manager and Mr. O. J. 
Haagen, Appliance Sales Manager. 

Secondly, a well-conceived and 


efficiently executed advertising and 
promotion campaign, which in- 
cluded newspaper, direct mail, tire 
covers, radio and several other sup- 
plementary media. 

And third, a well-organized em- 
ploye business builder campaign 
which supplied hundreds of leads 
to the sales organization during the 
drive. This employe cooperation 
played a vital part in rounding out 
a sales campaign which has been 
the most successful in results ob- 
tained in the history of the com- 
pany, as well as establishing an 
outstanding record for the entire 
gas industry. 


% 


Requirements Subcommittees to be Reorganized 


It has been felt for some time that 
a definite plan should be evolved for 
the purpose of rotating the membership 
f the various sub-committees of the 
\. G. A. Laboratory Approval Re- 
quirements Committee, so that a larger 
number of companies might be repre- 
sented over a period of time while re- 
taining the present orderly functioning 
*~ the various groups In line with 
this thought, the following .plan was 
recommended and has been approved: 

1. The term of office of all sub-com- 
mittee members shall terminate as of 
July 1, 1937. Notices to this effect pre- 
pared over the signature of the Chair- 
man of the A.G.A. Approval Require- 
ments Committee shall be mailed to all 
members at the earliest possible date. 

2. New appointments and reappoint- 
ments to the various sub-committees 
shall be for a term of three years. In 
placing the new plan in operation, the 
first appointments may be made for 
terms of 1, 2 or 3 years, at the discre- 
tion of the Chairman of the A.G.A. 
Approval Requirements Committee, in 
irder not to interfere with the proper 
and orderly functioning of the com- 


nfittees concerned. 


3. All members of sub-committees, 
with the exception of manufacturer rep- 
resentatives, shall be selected and ap- 
pointed by the Chairman of the A.G.A 
Approval Requirements Committee 

4. All manufacturer representatives 
to be appointed or reappointed to mem- 
bership on sub-committees shall be 
nominated by the appropriate division 
or divisions of the Association of Gas 
Appliance and Equipment Manufac- 
turers and the required number shall be 
appointed from those nominated by the 
Chairman of the A.G.A. Approval Re- 
quirements Committee. 

5. Subject to the provisions specified 
above, gas company and manufacturer 
members of the various sub-committees 
may be reappointed as of July 1, 1937, 
or at the end of any subsequent term of 
office. 

6. When reorganizing sub-committees 
as of July 1, 1937, or at any subsequent 
time, and when appointing additional 
sub-committees, an equal number of gas 
company and manufacturer members 
shall be appointed. Subgroups appoint- 
ed by sub-committees from their own 
members shall not be subject to this 
provision where conditions make it im- 
practicable to follow such procedure. 
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An Equipment Manufacturer Seeks to 
Advance an Industry 


HEN we see a manufacturer of equipment in a1 
industry other than our own invest substantia 


sums not only for research within his organization but 


1 


also to encourage contributions for its general advance 
ment from those outside, his example should be of mors 
is this true be 


than passing interest to us. Particularly 


cause members of our industry have the opportunity of 
competing for certain of the awards, and also becaus« 
any advances which may result will be retlected in thi 
prices of much gas works apparatus and in the cost of 
our construction and repair work 


The James F. Lincoln Arc Welding 


~ 


Foundation has 
recently announced one of the richest awards ever es 
mechanical 
To stimulate individual research and intensive 
study of are welding, $200,000 will be distributed by the 


tablished for competition in the field of 


science. 


Foundation among winners of 446 separate prizes for 


papers dealing with this subject as a primary process of 
manufacture, eleven 


fabrication Or construction in 


major divisions. The principal prize winner will 
ceive not less than $13.700, while other prizes will rang: 
from $100 to $7,500. 

To participate in the contest, the author must describ 
either the redesign of an existing machine, structurt 


building, showing how arc welding could be applied ad 


vantageously to its construction; or he must present a 
new design (either in whole or in part) for a machine, 
structure or building, showing how a useful result, im 


practical with other methods, could be secured by ar 


welding. 


Members of the gas industry, including operating and 


construction men and employees of equipment manutat 
turers, will be particularly interested in the “Containers 
Division,” with its two sub-classifications: “Contents 
Stationary” and “Contents Moving.” The former would 
embrace tanks, holders, purifiers, shells, ete., while pipes 
and pipe lines would come within the latter. There ar: 
fourteen prizes with a total value of $10,500 in this di 
vision, and those who fail to win any of these still have 
the chance to receive one of the 178 general honorable 
mention prizes of $100. 

Some members of the gas industry may also be in 
terested in the “Structural Division.” 

Papers must be in the hands of the Secretary of the 
Foundation not later than June 1, 1938 

As might be expected the organization of this contest 
has resulted in definitely favorable comment from in 
dustrial leaders, educational institutions and the tech- 
nical press. The action of the Foundation has been de- 
scribed as ‘“‘public-spirited” and “forthright and pur 
poseful in the interest of industrial progress.’ True. 
We believe, however, that another and important motiv: 
which actuated Mr. Lincoln in establishing the Founda 
tion and in making possible this contest was intelligent 


self-interest—desire to strengthen the business which he 


established by building up and broadening the scope of 
To us the idea is that 


the industry on which it depends 


laitorial Comments 


of a keen, straight thinking, far seeing 





l 


American busi- 
ness man who visions the fast approaching era when 
ompetition will be between industries, rather than the 
members of one industry, and who has the courage to 
act and to invest money for what he sees to be the fu- 
ture benefit of his own business 


We of the gas industry have gone far during the past 
few years in acquiring a national viewpoint, but we still 
have far to go. Too many companies still find it diff 
cult to realize that, even in an industry where the mem- 
bers do not compete with one another, the general wel 
fare is essential to the welfare of each individual. We 
need a broader viewpoint and a willingness and ability 
to look further into the future and see the real oppor- 
tunities open to us. If we will do so consistently and 
honestly, then we also shall be more inclined to invest 


yenerously in the future of the gas business 


Annual Report of Consolidated 
Edison Company of New York, Inc. 


We quote two significant parts of the annual report 
otf the Consolidated Edison Company Chey speak for 
themselves, no comment is needed other than to state 
that the residential rate, where the house is heated by 
for the first 3,000 cubic feet, 7.5¢ 
per for the next 6,000. 6c per C 


gas, 1S iL.5e per ( 
for the following 
6,000 and 5c per C for all over 15,000 cubic feet pet 
month. 


“Gas Sales: An outstanding feature of the gas busi 
ness during 1936 was the installation of 2,026 gas house 
heating jobs. When rates for gas for house heating 
were reduced in June of 1935 there were 3,210 installa- 
tions on the Svstem; at the end of 1936 there were 
6,194. The loss in revenues from the 1935 rate cut 
, 


1as been more than made up by new sales. (Gas heating 


been placed on a basis comparable with com- 


has now 
peting fuels as to cost of the service and within the 
reach of home-owners of moderate means. Promotion- 
al rates gave results also in increased use of automatic 
water heaters. Some 2,460 were installed, or more than 
twice the number installed during the previous year 
Such heaters will consume nearly 148,000,000 cubic feet 
of gas a year. 
“Profit-Sharing Rate Plan: 
of the Governor, the Legislature during 1936 enacted a 


On the recommendation 


law designed to facilitate the establishment of a sliding 
scale or profit-sharing method of fixing and automatical- 
ly changing utility rates, such as has been commented 
upon in previous annual reports. 
the adoption, if the Public Service Commission ap- 


The Company favors 


proves, of a Washington Plan or other suitable plan for 
the automatic adjustment of rates on a profit-sharing 
basis which will be fair to the interests of consumers, 
employees and investors and will avoid the costs of rate 
however, a pre- 


litigation. Corporate unification 1s, 


requisite to the establishment of such a plan.” 
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D. H. LINTON 


ARKET analysis has prov ed 
M vital tool for any industry en 
gaged directly or indirectly in 
selling its product. Where—What 
Who—When—Why! These are the 
so-called “five cardinal W’s” of ad 
vertising in merchandising. 
How many gas company represen- 


tatives in this audience can really 
answer intelligently those five ques- 
tions ? 

However, in the last vear an at- 


tempt has been made to scientifically 
determine these answers, The plan 
about to be submitted is in no way 
a panacea nor is it offered an 
ideal. We have found many errors in 
method, unnecessar\ and 
steps and inadequate information 


as 
expenses 
Presented at the Eleventh Annual 


ness Conferen Vew England Gas A 


Boston, Mass.. Feb. 12, 1937 
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ow We Made 


arket Survey 


By 


D. H. LINTON 


New Engla 


nd Gas G Elec. 


Assn. 


it we have at least made a begin- analysis, appeared most like- 
ung, Out experience to date il- ly to buy. 
ustrates the possibilities and holds (b) For direct mail advertising 
orth a bright future potential to preferred prospects for 
Procee ding on the belief that various appliances. 
larl et inaly SiS Was necessary tor a ° . ‘ 
he most intelligent and effective at- XC) To detect diversion “ — 
tack to exploit the domestic market (d) To aid in planning distribu 
eter survey was devised with the tion facilities. 
following objectives in view: (e) To determine the effect of 
Sales policy formulation by de- rate revisions, 
termining which segments of the (f) And, most important of all, 
domestic market could be most to concentrate sales effort 
quickl and economically ob toward those places where 
1ined revenue at the least possible 
2. To as n relative strength of expense could be obtained. 
competitive fuels The approach to the meter sur- 
Using the factual data obtained: vey was divided into three parts 
.) lirect salesmen’s efforts namely; gathering of data, mechani- 
se prospects, which by — cal analysis. and application to sales. 





I ~ = — 


2. Bch Saath 1 





























aaa oad 


| HUNDRED CUBIC FEET | mae HOURS 


a 










































, | 
ma Main || i rate] OCF | 12 rate, SCT. Ly 
1935 | MONTHS | 1935 MONTES j 
} 

160 1 eH it NGM EER Eo CHER OND ORO REo Bolooocioocce 1 
iS Rs) es BERS wo >» 
at iahiiynn ls ssh LU ah A j 
& waar me ~ —~—— Se ee ---- = - —_—_ oo 

oR CuBr TE Rous $ =: riety oa ar Na Seed neta ! 
ir 4 FEST -- KG) x tae —q RECRIGER AT 5 on HEATING Bras) KITCHEN MEATING = a TYPC © “tr oweuine (CONTINUED) 2 { 

AATE . #8 PORT RATE OCT. 1935 2 MONTHS O- NONE -WATER wesTanG 3 TTACHMENT | O-WONE 2-Teeel FAMILY TEN. : 
i $3150 3 : 3 “ELECTRIC 10 KEATING 2-GAS MEATER 3- MULTIPLE OR RPT : ; 
* ¥ 8 } . 2-GAS 7- ON , KEATER $ 4-COAL RANDE Lithtine ~sTuordll Lames 3 : 
: é 40 vite MOUSE HEATING (CENTRE . e- % ; 
-*, COKIN SYSTEM A-FROM CENTRAL HEATING Sve NuMeER ; 
y = 2-KONE TYPE OF F 4 sistem a ssiavens oes 

“wh eaten tannn & 1~ELECTRIC 0- RURAL CUSTOMER natn O- WOVE : 
pom comm 2-GAS 2-GA 1+ POULTRY V=ELECTR } 

63 5 6 4-00 4-Ct 0 FIRED 2-OAIP¥ 2-Sa 5 

} i . # ois - C SICKER 3-GENERAL IPOKS 
‘ OT TLE “Oi BURNER 4-F ROT FARMS 
"4 x Y % oo z i Se NATION RANGE 8-Caoinir S-TRUCK FARMS oy 

+ ~— + ——{ WATERS A Ting Type @B HEATING SYSTEM S-PEANUT FARMS weovees 6 

nace [Owe epTUOCAY roast wask-|__BAvwS 4 Wat O-NaKE 0-nONT TYPE 9F CUSTOMER $-noNE & 

has fears) es | | ees Powe [rome] Teas) | dea re nea eae tones fa 7 

72 Mis te te el ee || ikas avvomanenuy 5- OPEN GRATES Ban id 
x y CONTROLLED S—CAE.NET WEATBRS O-NONE 

o!3 : | | geteat, Maren pce easas ot o- white GIVE NUMBER 

ae | C 1-COLDRED WATER SYSTEMS 

owed SRE SS = TYPE OF WELLING 0-nON ‘ 
i: eure OMe ’ 

aC WHERE FLL? 3 Cok iP” ie & WOT NRL te Ti i — © NUMBER C-Siesce SAMAR FEL FCT RIC +t 
4 GRASS our AND INSERT ACT ca. BIST FOLIO i ROUTE | he 1-TWwo fAMay a-CIYY Water 5 : 
mG ities an sw en nie 2 a BHUNRUKM GS Svinwew checuessuansasasadteuedeunyns 14 75 16 
___ APPLIANCE SURVEY LICENSED FOR USE UNDER PATENT 1.772482 1.B.M. 3261 ao 2 a 

~—-% 













































CHART | 


March, 1937 


Gathering of Data 


Inasmuch as the meter reader has 
access to the homes of all customers 
it was decided that he was the logi- 
cal employee to obtain the desired 
information. After some study in 
regard to expected appliance find- 
ings this survey card (CHART 1) 
was devised, and by a series of 
meetings with the meter readers, ex- 
plained to them in detail as the en- 
tire success of the project depended 
upon the accuracy of this first step. 
In order to illustrate more clearly 
the various types of appliances to be 
coded, a slide motion picture was 
shown to the meter men. This mo- 
tion picture briefly outlined the ob- 
jectives and portrayed in detail a 
picture of each type of appliance 
that would be coded. At the first 
meeting blank cards were distributed 
to each man in order that he might 
survey his own home; then at the 
second meeting this information was 
transposed to a blackboard for in- 
terpretation. Obviously these meet- 
ings took some time but it was felt 
they were absolutely necessary in 
order to insure accuracy. 

As it was recognized that the 
reading of meters alone usually con- 
sumed the full working day of the 
men, special compensation of one 
cent in congested areas and two 
cents in rural areas per card was 
given for this additional work. In 
most of the properties the time tak- 
en to gather the information was 
three months, but in some cases was 
decreased to seven and eight weeks. 

Name, address, route and_ folio 
were recorded mechanically on the 
cards, and such information as MCF 
consumption and rate classification 
was filled in by the Commercial De 
partment, thus simplifying as much 
as possible the work of the meter 
readers. 

In order to further insure accu 
racy, spot checking was employed 
and frequent night meetings with 
the meter readers held to clear up 
any questions or misunderstandings. 


Mechanical Analysis 


With the cooperation of a statis- 
tical machine service, Mr. R. Jf. 
Rutherford, who was at that time in 
charge of New Business, worked out 
a practical plan of mechanical anal- 
vsis of the field data. Although it 
was possible to summarize the cards 
by hand, it was by no means prac- 
tical in this case as the entire job 
when completed consisted of over 
150,000 cards. Thus it is obvious 


that from the viewpoints of time and 
accuracy manual summarization was 
impractical, 


American Gas Journal 


As the survey cards were com- 
pleted the information was_ tran- 
scribed into punched holes by key 
punch machines for mechanical sort- 
ing and listing. First, all cards were 
sorted for saturation statistics of 
various appliances giving the infor- 
mation on this Chart (CHART IT) 
Then the cards were further sorted 
to obtain selected groups of pros- 
pects for each appliance. In other 
words, and for example :—All cus- 
tomers using ice were separated into 
one group as were all using electric 


19 


tomers were classified as Grade A 
Gas House Heating prospects. 


Somewhat the same _ procedure 
was followed to obtain other pre- 
ferred appliance lists. 


As each desired group was ob- 
tained it was listed mechanically in 
duplicate on a form like this 
(CHART IIl). By the use of al- 
phabetical punching all data was 
transposed from the punched card 
into letters and codes. These lists 
were then grouped by type of appli- 








Major Appliance Saturation Statistics 
* DIST. #1 DEST. #2 DEST. $2 
Refrigeratioi 
None 174 3 067 297 
Electric 9 O11 5 384 8 732 
(sas 427 700 876 
Ice 27 554 23 SOO 20 056 
Exclusive of apartment houses 
Cooking 
None 44 118 17 
Electric 109 112 505 
Gas 19 543 25 901% 14 669 
Coal 6 710 7 943 3 005 
Oil 10 236 7 413 4 468 
Bottle Gas 10 72 35 
Combination 15 368 551 14 650 
*9 506 also has coal or oil ranges. 
Hater Heating 
None $ 283 20 599 5 514 
Electric 28 11 19 
Gas Automatic 1 208 3S 232 893 
Gas Tank 21 073 6 584 12 516 
Coal 7 169 398 1 446 
Oil 14 900 412 3 057 
Indirect 2 384 3 099 12 691 
Kitchen Heating 
* Potential 19 0S8 3 182 9 848 
* Customer must have central heating; not necessarily in kitchen 
but now using coal or oil to heat kitchen. 








Chart Il 


or gas and the few classified as hav- 
ing no refrigeration. Obviously the 
group using ice was so large that tt 
would have been impossible to con- 
tact all of them with the available 
sales force and as a measure of pur- 
chasing ability this group was 
further sorted by the number of 
MCF used. This was also done on 
the belief that because of existing 
rate schedules further consumption 
of gas would lower the unit cost for 
all functions the fuel performed. 
For instance, in one company the 
rate breaks at 2,000; thus all cus- 
tomers using over that amount were 
deemed preferred refrige ration pros- 
pects. 

In order to illustrate the flexibility 
of the mechanical system of analysis, 
one of the sortings made available 
the names of those meeting the fol- 
lowing requirements : — automatic 
water heating, automatic refrigera- 
tion, gas or electric cooking, coal 
hand-tired heating system and living 
in a single family house. These cus- 


ance and were ready for sales anal- 
ysis and application, 


Application to Sales 


After the statistics and lists were 
obtained they were made available 
to the New Business and Sales 
Managers for study in regard to the 
objectives previously outlined. One 
copy of the lists was turned over to 
the salesmen and instructions given 
to contact those customers. The du- 
plicate copy was retained for a guide 
to direct mail campaigns and other 
uses such as rate investigations and 
home service follow ups. Copies of 
all statistical information were given 
the Rate Department. 

By analyzing the results of this 
survey, New Business activities were 
based on accurate actual facts. For 
example :—The size of the potential 
water heating market was brought 
out in one of the companies while in 
another the surprising strength of a 
competitive cooking fuel was clearly 
shown, Still another company was 
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made aware of the fact that only a 
very limited market for kitchen 
heating existed, making it useless to 
levote money and sales effort to 
vain that market. 

Another example was in_ the 
‘arrying out of a no-tank water 
heater campaign. The lists contain 
ing the names of those without hot 
water piping were checked by the 
Credit Department prior to the sales 
man’s call. Thus the salesman knew 
that every call he made was to a cus 
tomer whose credit had been estab- 


New Bulletin on Domestic Gas Range 
Research Issued by Testing 
Laboratories 


An 85-page illustrated bulletin outlining 
the results of the first 12 months’ re 
search work on gas ranges conducted by 
the Testing Laboratories under the su- 
pervision of the Committee on Domestic 
Gas Research, was published by the Lab 
yratories early in January. This bulletin 
was prepared for the purpose of making 
available to the industry the data and in- 
formation obtained during the first phases 
of this study. While the results presented 
are neither complete nor conclusive in 
every respect, it was believed that suff- 
cient data had been collected to warrant 
their publication for the guidance of in- 
terested member companies. Additional 
basic research is now being conducted 
for the purpose of supplementing, where 
necessary, the data presented in this bul- 
letin. 

The fundamental studies reported in 
Bulletin No. 7 relate to certain phases of 
oven, broiler and top burner performance 
involving such factors as combustion, heat 
losses, insulation, venting, efficiency, speed, 
etc., and should be found of particular in- 
terest to all manufacturers of gas ranges 
as well as to utility companies. 

Copies of this bulletin may be secured 
from the American Gas Association, 420 


lished and actually needed a no-tank 
vater heater 

lhe selected prospect lists enabled 
the salesman to plan his calls more 
intelligently and devote his efforts 
n such a way that he could avoid 
vasting time on customers definitely 
not in the market either because of 
present use or lack of desire and 
ibility to purchase, thereby increas- 
ng his own compensation. Such lists 


lso attorded the Sales Managers 
ch ] 


ich closer supervision of their 

nen 
i 

xington Avenue, New York City, or 

n the Test Laboratories, 1032 East 
62nd Street, Cleveland, Ohio, at $1.00 each 

s Stage 

of 

6“ ; ” 
Why | Enjoy the New Gas Ranges 

Not for many months have we had such 
nthusiastic responses in a contest as in 
e one on “What I Like About the New 
Gas Ranges” Hundreds of housewives 
and at least a score of men wrote glow- 
ng tributes to the beauty, efficiency, con- 
venience and economy of the late models 

Most yntestants listed the automatic 
king controls as the outstanding fea- 
ture, with the circulating heater a close 
second. But there were plenty of votes 
for the other advantages—automatic light- 


ing that ends the use of matches, simmer 
removable grills and the special 
ven racks that permit roasts to cook on 
ill sides at once 

First prize goes to Mrs Ray Mc Millen, 


808 Templeton avenue, Sar 


Francisco, for 


“T like the artistic ensemble, the com- 


pact mpleteness and the amazing eff- 
iency of the new gas ranges 
From their protected base to their 


well-lighted table-top surface, every de- 
their desirability, dependabil- 

ity and durability. 

“Their 


ail accents 


automatic lighting increases 


Now as to the cost of this meter 
survey—this system of analysis may 
easily be done for a cost of between 
3 and 5 cents per customer surveyed. 
What percent is that of your present 
New Business cost per customer? 

It is recognized that this system 
of market analysis is not perfect, as 
many problems such as methods of 
keeping information timely, better 
measures of purchasing power, etc. 
are yet unsolved, but at least a foun- 
dation has been laid upon which to 
build for a more perfected method 


safety and speed by eliminating the use 
of matches. 

“The circulating heater is an invaluable 
isset on chilly days. 

‘Non-clog simmer burners save food 
ind fuel 

“The clock control and low-temperature 
‘ven make perfect baking and roasting 
an everyday experience for even the most 
nexperienced cook. 

“Adjustable grills guarantee easier, bet- 
ter broiling and special oven racks pre- 
sent uniform roasting as an integral actu- 
lity 

“Delightful fittings, including the clever 
condiment sets, indicate that every feature 
conducive to master craft cookery has 
heen considered. 

“Their quickly cleaned, attractive finish 
contributes a long desired decorative mo- 
tif as well as an enviable modernizing as- 
set 

“Expertly engineered, they are every 
thing a range should be. Besides repre- 
senting the utmost in comfort and con- 
venience, they assure exceptional efficiency 
and economy, simplified action and su- 
preme satisfaction. 


“Reasonably priced and sold on _ bud- 
get terms, with a liberal allowance for 
your old range, they offer every incentive 
for immediate purchase.”—“P. G. & E 
Progress”—Pacific Gas & Elec. Co., San 
Francisco, Cal. 
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Appraising Domestic Competition 


EALIZING that the domestic 

gas load problem requires con- 

stant and vigorous attention, 

ve have made a number of studies in 

the hope of throwing some addition- 

al light on the all-important subject 

ot the economic future of the gas 
industry. 

My remarks apply, to some extent, 
to the gas industry as a whole, espe 
cially to the manufactured gas busi- 
ness. However, to emphasize the 
significance of what I am about to 
say, I have prepared certain figures 
and charts which are particularly 
pertinent to the domestic gas and 
electric business in the New England 
States. At this point I wish to ex- 
press my appreciation for the will 
ing cooperation of New England gas 
ind electric men in supplying the 
basic information for my study. 

To almost everyone who is famil 
tar with the gas utility business, it 
is a well-known fact that during the 
past few years most companies have 
been sliding down hill or just hold- 
ing the'r own, particularly from the 
standpoint of net operating income 
as a percent of fixed capital. Few 
companies have actually gone ahead. 
[his is particularly true in the do- 
mestic end of the business; which is 
the real backbone of the industry 
ind represents more than 80% of 
the gas business in New England. 


Determine What Future Holds 


[ believe that each of us should 
critically examine the company or 
companies in which we are interested 
as gas men, in order to determine 
what the future holds. I believe 
that the first step in this critical 
analysis is to decide whether the 
particular gas property in question 
can be operated profitably or not. In 
this connection it is important that 
we have a correct understanding 
of all the various factors involved. 

I am going to discuss those situa- 
tions where there are now revenues 
in excess of operating expenses, or 
where there is hope that the condi- 
tion of the company can be improved 
at least to a point where it will be a 
profitable enterprise, and these situ- 
ations I believe represent by far the 
majority. Also, I would include 

Presented at the Eleventh Annual Business 


Conference of New England Gas Assn., Boston, 
Mass., Feb. 11, 1937. 


By Robert E. Ginna 


Rochester Gas & Electric Corp 
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those companies that may now be 
making a satisfactory return, but 
which I believe will not long con- 
tinue to do so unless the company 
progressive and makes 
every attempt to hoid existing bust- 
ness and to obtain new business 


becomes 





To the straight gas companies I 
say,—Go after the whole works— 
don’t miss a trick—bar no holds. 
To the gas men of a combination 
company, I urge: 


1. Become gas-minded, or put in 
gas-minded men, 
Analyze your own situation. 
Sell service. Remember the 
customer decides the cost and 
doesn’t always take the cheap- 
est. Take the most out of the 
fact that the cheaper is also the 
best where gas is concerned. 
4. Remember, a $1.00 net to the 
gas department may ultimately 
be worth more than $2.00 of 
electric net to both the Com- 
pany and the customer. 
To all of you, I say the economic 
future of the gas industry is sound 
and its salvation is in your own 
hands. Remember what is best for 
the customer is best for the com- 
pany, and, of course, best for you. 


* 
w 


w 
e 





Before going further, I would like 
to voice this thought: namely, that 
one of the obstacles or difficulties so 
far as the gas industry is concerned 
is that a considerable number, if not 
the majority, of the gas companies, 
are combination electric and gas 
companies, either directly or indi- 
rectly. In such cases, it will usually 
be found that those who are respon- 
sible for the management of the 
company have been brought up in 
the electric industry rather than 
the gas, and in almost every case it 
will be found that those who are re- 
sponsible for the company’s policy 
are electrically-minded rather than 
gas-minded. It is interesting to note 
that two-thirds of the major cities 
in New England are served by 
straight gas and_ straight electric 
companies; nevertheless, there may 
exist some indirect common control 
of these separate companies. 

I will not attempt here to go into 
the reasons for this situation, and I 


firmly believe that most, if not all of 
you will agree in this point. When 
new business comes up, whether it 
be in industrial heating or commer- 
cial or domestic uses, the first 
thought seems to be that it should 
be done by electricity if it can be 
done by electricity, almost regard- 
less of how the cost to the customer 
or the cost to the company in render- 
ing service compares between gas 
and electricity. 

From now on I am going to con- 
tine my discussion to the domestic 
end of the business, as it is only 
confusing to attempt to cover all, and 
in any event I believe that the do- 
mestic field represents that in which 
the greatest opportunity lies. In 
confining myself to this, | am also 
going to exclude house-heating, as 
it 1s not so easy to generalize in re- 
yard to this business, the same com- 
ments are not always applicable, and 
as so much has been written and said 
on the subject by others. For those 
interested in the subject of the eco- 
nomics of house-heating for manu- 
factured gas properties, I recom- 
mend the A.G.A. report issued last 
year 


Major Appliances 
Discussed 


The major gas appliances in the 
held that I am discussing are the 
range, refrigerator and water-heater. 
Right here some may say that this 
is already the answer, as the elec- 
tric field has so many more appli- 
ances for which the public desires 
service. It is true that there are 
more uses for electricity, but to my 
mind this is not the answer as to 
why the electric industry is expand- 
ing while the gas industry is at best 
standing still. It will be found in 
almost every instance that the elec- 
tric companies which have developed 
the higher kilowatt-hour sales per 
customer have done so almost entire- 
ly through the sale of electric refrig- 
eration, cooking and water-heating, 
and these represent the kind of serv- 
ice that the gas company can best 
render. Each of the major domestic 


gas appliances is, or at least should 
be, almost a necessity to the cus- 
tomer, and with such a compara- 
tively low customer-saturation in re- 
frigeration and water-heaters there 
is no need for other and new types 
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of appliances. There is plenty of 
room for expanding the domestic 
load with the present appliance field. 

I am not an authority on sales 
psychology, but | should 
that if you were to put the question 
to almost any one as to whether 
price would control if they intended 
to make a purchase, and they were 
considering two items each being as 
attractive in appearance as the other, 
and each being equally satisfactory 
from the standpoint of doing the 
work desired, the answer would be 
that the cost would be the controlling 
factor. If this is true then | 
the question: “Why are electric re 
frigerators, ranges and water-heaters 
sold in such quantities in a_ field 
where is available, and where 
gas appliances cost the customer no 
more and where his bills would be 
less if he used gas?” 

To demonstrate the cost advantage 
to customers here in New England 
by using gas for the major home 
service (cooking, refrigeration and 
water-heating) 1 have prepared the 
following tabulation (Table | and 
chart (Chart I): 


imagine 


ask 


gas 1S 


TABLE I 
COMPARISON OF ANNUAL COS) 
OF COMBINED GAS AND ELE( 


Teac DOMESTIC SERVIC! 
WITH ALL-ELECTRIC SERVICE 
IN 17 MAJOR CITIES IN NEW 
ENGLAND STATES (Based on 


Equivalent Service to Customer) 


Electric Service Electric Service 
for Lighting & for Lighting & 
Cities Small Appliances Small Ap- 
Served Gas Service pliances 
by for Cooking Cooking 


Str't Waterheating W aterheating 
Cos. & Refrigeration & Refrigeration 

Month Annual Month Annual 
A $8.53 $102.36 $12.90 $154.80 
B 9.59 115.08 14.88 178 86 

178.56 

is 8.01 96.12 15.23 182.76 
D 8.78 105.36 14.10 169.20 
E re | 90.84 9.75 117.00 
F 8.78 105.36 10.80 129.60 
G 8.64 103.68 14.88 178.56 
H 9.65 115.80 11.16 133.92 
I 9.72 116.64 16.80 201.60 
J 9.14 109.68 14.05 168.60 
K 8.54 102.48 16.65 199.80 
# 8.30 99.60 12.13 145.56 
Av'r'ge 8.77 105.24 13.61 163.32 
Served by 
Combination Cos. 
M 11.41 136.92 16.49 197.88 
N 8.67 104.04 16.91 202.92 
O 7.93 95.16 14.94 179.28 
P 10.32 123.84 13.06 156.72 
Q 9.22 110.64 13.46 161.52 
Av'r'ge 9.51 114.12 14.97 179.64 
OVER-ALL AVERAGE 

8.99 107.88 14.01 168.12 


The fact that the gas service beats 
the electric service from the stand- 
point of cost is not new, but despite 
this fact, electric service has been 
making inroads on the gas industry, 


particularly in the refrigeration field. 
Various studies that have been 
made confirm the conclusion that 


executive of a com- 
bination should give a few minutes 
of serious consideration to the facts 
that when there are existing gas 
; available it is better, 
erally speaking, to promote gas re- 


each and every 


facilities gen- 


cooking and water heat- 
r than electric, from the standpoint 


r 
~ 


Irigeration 


In 
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that they should concentrate more on 
gas appliances. It is not only a fact 
that the electric manufacturers are 
more active than the gas manufac- 
turers in bringing their products to 
the attention of the public but also it 
is a fact that our own salesmen do 
the same thing. If we cannot change 
the situation so far as the manufac- 
turers are concerned, we at least 
should be able to change the situa- 
































[ 
COMPARISON or ANNUAL COST oF : 
250 { COMBINED GAS ano ELECTRIC DOMESTIC SERVICE + 250 
| 
| wt ALL-ELECTRIC SERVICE 
IN 17 MAJOR CITIES IN NEW ENGLAND STATES 
(BASED ON EQUIVALENT SERVICE TO CUSTOMER) 
| 200 + 200 
X LL-ELECTRIC SERVICE 
150 4 + 150 
100 4 r 100 
| 
} | 
| 504 | 50 
| ; | | 
| a 
| | } 
0 , _——. 0 
ne Dea we 2. f. oe 2 ee 
a a ts a 
jres CITIES WITH STRAIGHT GAS AND ELECTRIC COMPANIES CITIES WITH COPPBINATION COMPANIES 
CHART No 1 
ot both the company and the con- tion in the case of our own salesmen 
sumer. From the customer’s stand- and new business activities. 
point it is better for the following As will be indicated later, the 


reasons: 


1. Cost of appliance (except re- 
trigeration ). 
Cost of operation (except re- 
frigeration ). 

4. Reliability of service, conven- 


1ence, etc 

rom the company’s standpoint 

is better because there is as much 
Or more net revenue to be obtained 
in the added load, and a much better 
chance of retaining the net revenue 
in the case of the gas service, than 
tl the the 
and because the gas depart- 


lere is in cost of electric 
sery ice ; 
ment usually needs net revenue more 
than the electric department. It is 
necessary for the company to make 
little, if any, added capital expendi- 
tures with the added gas load, where- 
make a 
substantial capital investment, even- 
tually if not immediately, when elec- 
tric re water 
heaters 


as it will be necessary to 


frigerators, 
are added. 

[ do got mean that a combination 
company should refuse to sell these 
electric appliances, but I do mean 


ranges or 


straight gas companies are doing a 
better job than the gas departments 
of combination companies. Active 
electric competition has forced their 
hand and they have been awakened 
to the necessity of promotional rates, 
more man-power, increased new 
business budgets and, last but not 
least, showmanship in selling. 


“Gas Is Best” 


In order to convince the straight 
gas company and the gas department 
of the combination company that 
“oas is best’ for both the customer 
and the company, we have made a 
number of studies to show what var- 
ious added domestic loads mean in 
the way of added net income to the 
company and added cost of operation 
to the customer. The following 
summarizes the results we have ob- 
tained and is based in part on a hy- 
pothetical company and a composite 
domestic rate picture of New Eng- 
land. While we believe this hypo- 
thetical picture is more or less typi- 
cal of New England and we have 
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set forth the various assumptions 
and conditions taken, it would be 
strange if this material exactly fitted 
every situation in New England. 
However, it should furnish you some 
basis of making your own study as a 
guide to your new business policies 
and activities for the future. 


TABLE II 
Hypothetical Gas and/or Electri 
Company 


ASSUMED DOMESTI( SERVICE 
RATES BASED UPON RATHI 
SURVEY OF GAS AN D/OR 


ELECTRIC COMPANIES IN 17 
MAJOR CITIES OF NEW FNG 
LAND STATES 

Rates 

(Composite picture of New England 

Residential Gas Rate (537 B.t.u. Gas) 


First 1,000 cu. ft. @ $1.55 per *M’ 


Next 1,000 ” a 1.20 
‘ 2000 ” a Q7 
& OOO ¥y a 85 
Over 10,000 a 75 
Minimum—$.70 per montl 


Residential Electric Rate 


First 15 Kwh. @ 7.7c per Kwl 
Next 15 “4 a 5.4 ¥s 
<s | ane a 4.5c 
40) vi a 3.6¢ 
109 9 a 2.7¢ 
Over 20) a 


Minimum—S$.80 per montl 


In the following Table (II1) the 
assumed composite domestic gas and 
electric rates are applied to the rela 
tive thermal consumption values of 
the major domestic appliances fo1 
equivalent service to the customer 
The new electric refrigerators indi 
cate an increasing efficiency of opet 
ation and it may be felt that 40 
Kwh. per month is too high. If it is, 


TABLE III 
INCREMENT ANNUAL GROSS 
REVENUE FOR MAJOR 
APPLIANCES 


Increment Yearly Averages 
(gas Rev 
Apphance u.Ft. Rate enue 
Range 18,3600 $1.43 $26.28 


Refrigerator 21,600 1.03 22.20 * 
Water-Heater 32,880 88 2892 
(1) Refrigerator 21,600 85 18.36 
(2)Water-Heater 32,880 1.00 32.76 * 
(1) Added cost to consumer if added 

after water-heater 
(2) Added cost to consumer if added 

before refrigerator 

Demand 
Electric 
Appliance 
Lighting & Small 
Appliances 


Kwh Watts? 


480 6.1c 29.04 

Refrigerator 480 4.1c 19.44 90 
Range 1,500 2.8c 42.00 1,132 
Water-Heater (a) 4,200 1.5¢ 63.00 1,000 


Not needed, for reasons given in 


text. 
Maximum coincident demand per 
customer 

(a) Since gas water-heating service is 
continuous and unrestricted, elec- 
tric water-heating service is as- 
sumed to be unrestricted 


then we are overstating the gross 
revenue and net income value of the 
electric refrigerator and the compari- 
son therefore would become favor- 
able to the gas refrigerator as an 
income builder. It should also be 
borne in mind that additional light- 
ing and small appliance load is ob- 
tained as more major modern appli- 
ances are introduced into the home 
ind this would have a tendency to 
make the added cost to the customer 
lower for electric cooking and wa- 


Cost of Service 
1. Costs—-General 
\ssumed that for both electric and 
gas, added loads are for existing cus 
tomers only and, therefore, all so 
called “Customer Costs” are disre 


earded, 
2. Costs Gas 

Due to the fact that the usual 
manutactured gas property is not ex 
panding and has ample capacity for 


all present and future loads (except 
perhaps space-heating with which we 
are not concerned herein) all costs 
are considered on an increment ba 
sis only. In the usual situation par 

cularly so far as the domestic busi 
ness is concerned, it will not be nec 


essary to increase the payroll or to 
add investment in either plant or 
facilities even if the 
| 
| 


distribution 
Company should add all of the do 
mestic gas load it can reasonably 
hope for. The cost of furnishing 
added load is, 


increment production cost of gas, 


which is here assumed to be 25c per 


M” 


therefore, taken as the 


3. Costs—Electric 

Due to the fact that the electric 
industry is expanding and that any 
added load which is strictly not “off- 
peak” will require increased facili- 
ties and investment eventually, if 
not immediately, we may disregard 
any excess capacity which now exists 
and it is assumed that the added 
loads considered herein will entail 
both added investment and added op- 
erating costs. The cost of serving 
added load is assumed to be 15% 
of $250. (added production and dis- 
tribution investment) per kilowatt 
of added system load, plus 5 mills 
per kilowatt-hour (average produc- 
t10n Costs. ) 


#. Servicing Costs 
Additional 
omitted in this study because of the 
wide variation in the policy of han 
dling by the different companies. 


serv icing costs are 


rABLE I\ 
RESULTS 
ESTIMATED NET INCOME 
MAJOR APPLIANCES 


1¢ 


A\pphiang ( 


dded Inere 
ment Revenue 





\dded Company 
Investment 
Added Net Incon 


Increment 


(;as 


(a) Range None $26.28 $21.09(a) 
Refrigerator , 22.20 1680 
W ater-Heater “ 28.92 20.70 
(1) Refrigerator os 18.36 12.96 


(2)Water-Heater “ 32.76 24.54 
(1) Added revenue and income if cus- 
tomer adds after water-heater 
(2) Added revenue and income if cus 


+ 


tomer adds betore retrigerator 























TREND or DOMESTIC GAS CONSUMPTION ano REVENUE 
RER CUSTOMER 
IN MAJOR CITIES OF NEW ENGLAND STATES 
Year 1931 +» 100 
INDEX NOEX 
110 110 
100 XK 100 er 
‘ ‘ 
\ GAS OLPARTMENTS 
\ STRAIGHT GAS COMPANIES ~ OF COMBINATION COMPANIES 
Ni¢ | 
tt — GAS COmPAmIES 
90 }—- a 90 ps 
--.] 
GAS DEPARTMENTS — | 
OF COMBINATION COMPANIES | 
80,5 1932 1933 1934 1935 1936 8055 932 1933 1934 35 19% 
CONSUMPTION REVENUE 
REG 



























CHART No.2 





Costs Only 
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rABLE 5 (Continued) 
TREND of DOMESTIC ELECTRIC CONSUMPTION ano REVENU . , 
PER CUST ny ae aaa Domestic Electric Rates (per KWH) 
is ahah alias ae ean) olin endl eeaite 1931 1932 1933 1934 1935 1936 
Year 1931: 100 Combination Co.’s 
noe INDEX Average 
130 | ! 7 130 6.756c 6.628 6.528¢ 6.400c 6.016¢ 5.618¢ 
} ‘| 
| / pa 
ELECTRIC DEPARTMENTS _, / | Index: 
OF COM@MeAT ION COMPANIES re | 100 98.1 906.6 04 7 89 0 R3 2 
. | 174 ] : - °. 9 
OS SESS ae ae 120 | | | Sa Leet re Straight Co.'s 
| / Average: 
/ 6.160¢ 5.879¢ 5.758c¢ 5.609¢ 5.205¢ 4.933¢ 
| 4 
| TRIC DEPARTMENT 
| Vy j ps omen Sanaa cs; Inde ae 
1) 1— ee a oe 10 | | | a 100 95.4 93.5 91.1 84.5 80.1 
“t 
7s A J cran (oO 
_-* GAGA’ LiF prams 
- 
ol Ra t COMPaNIE > ] 
“ aa P In review, then, 
4 | s =a” Lx . : 
100 100 eal To the straight gas companies I 
| say,—Go after the whole works 
| don’t miss a trick—bar no holds. 
| To the gas men of a combination 
4 1 J oH L— : P ae 
9055 a peed 0 ee —a company, I urge: 
ace aera TION REVENUE 1. Become gas-minded, or put in 
eieeint tae. t gas-minded men. 
(b) Electric Appreese panies have done the best gas pee —_ r own situation 
. ; ; Zz. Analvze vour own §s ation. 
Refrigerator $ 22.50 $19.44 $13.60 and strange as it may seem the Elec- so 
: xe ? ? 705 = . a 2 . 
wan Heat 2830 ane oe tric Departments of the combination 3. Sell service. Remember _ the 
fater- eater Se re ov *. ’ - , 
a mpanics have made a better show- customer decides the cost and 
x Deficit 


(a) Gas range is shown to emphasize 
the approximate maximum net in- 
come value of the gas cooking load 

(b) Lighting and = small = appliances 
omitted as this study assumes this 
load will be retained by electric 
service. 


In the case of this hypothetical 
picture of New England it costs the 
customer less to do his cooking and 
water heating with gas and also less 
for refrigeration if he already is us- 
ing gas for cooking and water-heat- 
ing. 

For the Combination Company it 
shows all three major domestic gas 
appliances should be aggressively 
pushed and retained. In the case of 
refrigeration it is much more im- 
portant to promote this load and add 
the net to the Gas Department than 
to add (perhaps temporarily) the net 
income from the electric refrigerator 
to the Electric Department. For the 
Straight Gas Company, the picture 
is most encouraging. By aggressive 
ly going after all three maior loads 
in the home, the net income of the 
company will rapidly be restored 
adequate levels. 

To complete my appraisal of do 
mestic competition, we have pre- 
pared a series of tabulations and 
charts showing the trend of domes- 
tic gas and electric business and 
rates in New England in the period 
from 1931 to 1936 inclusive. The 


A 


figures and charts need little explan- 


ation. They are very illuminating 
and tell an interesting story. Two 


things in particular stand out, name- 
ly, that “The Straight Gas Com- 


ing than the straight electric com- 


doesn’t always take the cheap- 
panies.’ 


est. Make the most out of the 
fact that the cheaper is also the 


_ ; ; best where gas is concerned. 
FABLE 5 (CHART IV) 

















Domestic Gas Rates (per MCF) 4. Remember, a $1.00 net to the 
1931 1932 1933 1934 1935 1936 gas department may ultimately 
eo be worth more than $2.00 of 
Average electric net to both the Com- 

$1.349 $1.416 $1.397 $1.393 $1.381 $1.366 pany and the customer. 
Index ya - : 
100. 105.0 1036 103.3 102.4 101.3 To all of vou, I say the economic 

Strainht Co.'s future ot the gas industry is sound 

huernee and its salvation is in your own 
$1.405 $1.379 $1.386 $1.382 $1.381 $1.373 hands. Remember what is best for 
i oe the customer is best for the com- 
100 O8 | 98 ¢ 98.4 983 97.7 pany, and, of course, best for you. 

. onitiitiay 
TREND OF | 
| AVERAGE DOMESTIC GAS ano ELECTRIC RATES | 

IN MAJOR CITIES OF NEW ENGLAND STATES j 
Year 1931 + 100 
i IDE A INDEX } 
110 | 110 T | 
| | i 
| 
@AS DEPARTMENTS | | 
© OF COMBINATION Companies | } 
| | 
100 ! 100 K+ ~ 


---t-=-4----t- J ‘ CLECTRIC DEPARTMENTS 
= he: ¢ OF COMBINATION COMPANIES 
ae GAS COMPANIES | ‘7 | 














F 
90 | + a | a Sane en 4. canal 
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1931 1932 1933 1934 1935 193¢ 
Consumption— 
Combination Co.'s 
Average: 
23,836 22,794 20,941 20,371 19,771 19,593 
Index: 
100. 956 879 855 829 & 
Straight Co.'s 
Average: 
23,988 24,117 22,410 21,830 21,268 21,07( 


Index 
100. 100.5 934 91.0 8&7 &78 
Revenue— 


Combination Co.'s 
Average: 
$32.16 $32.28 $29.26 $28.38 $27.31 $26.7¢ 
Index: 
100. 100.4 91.0 RR 2 84 0 83 2 
Straight Co.'s 
Average: 
33.71 33.26 31.06 30.18 2937 2893 
Index 


100 U8 7 G2] 89.5 87.1 85.8 


TABLE 6 (CHART III) 


Domestic Electric Data (Annual) 
1931 1932 1933 1934 1935 1936 
Consumption— 
Combination Co.'s 
Average: 
420 460 473 499 528 571 
Index 
100 109.5 112. 118.8 125.7 136.0 
Straight Co.'s 
Average 
502 527 537 566 603 651 
Index 
100. 105.0 107.0 111.8 120.1 129.7 


Revenue— 
Combination Co.'s 
Average 
$28.36 $30.47 $30.86 $31.95 $31.76 $32.10 
Inde X 
100. 107.4 108.8 112.7 112.0 113.2 
Straight Co.'s 
Average: 
30.90 31.01 3090 31.76 31.36 32.11 
Index 
100. 100.4 100.0 102.8 101.5 103.9 


The Sales Contest Awards 


Presented by R. }. Rutherford of Worcester* 
At the N. E. G. A. Annual Meeting 


Among the winners, there are 5 out- 
standing companies of the 50 participating 
in the Sales Contest 


(a) Portland in Class B (12,000-20,000 
domestic meters) won 4 awards; 

(b) Newport in Class D_ (3,000-6,000 
domestic meters) won 3 awards; 

(c) Derby in Class C (6,000-12,000 do- 
mestic meters) won 2 awards; 

(d) Pittsfield in Class B (12,000-20,000 
domestic meters) won 2 awards: 

(e) Ware in Class E (less than 6.004 
domestic meters) won 2 awards 


Regardless of size, the following com- 
panies achieved the best New Englan 
record in the following Divisions 


(a) Ranges—Portland, with a_ recor 
of 6.59 units sold per 100 domestic me 
ters. A close second was Newport witl 
a record of 6.50 

(hb) Automatic Water Heaters—Green- 
wich, with an outstanding record of 7.1¢ 
units sold per 100 domestic meters 

(c) Refrigerators—Portsmouth, with a 
record of 3.20 and Newport a close sec- 
ond with a record of 3.19 units sold per 
100 domestic meters 

(d) Space-Heating Installations—Black- 
stone Valley, with a record of .69 installa- 
tions per 100 domestic meters 

(e) Kitchen-Heating Installations 
Lynn, with a record of 1.02 installations 
per 100 domestic meters. 
tic Operating Revenue increase with a 
record of +35.20% 


(f{) Derby had an outstanding Domes- 


(g) Hudson Division of Marlborough 


Hudson was next best in this type of 
award with a record of +12.74%. 

Old Colony won 1 first award in Class 
C and finished second in 4 other divisions 
and 4th in the last division of the con- 
test 

Portland won 4 awards in Class B and 
finished 2nd in the other 2 divisions of 
the contest 


Pittsfield won 2 awards in Class B, fin- 
ished 2nd in 2 other divisions and 3rd 


the last 2 divisions of the contest. 


Winners of Class A Awards 
Per 100 
Domestic 
Meters 
Lowell Gas Light Company 
Largest Number of Range Sales 3.85 
Fall River Gas Works Company 
Largest Number of Automatic 
Water Heater Sales ioane an SO 
New Haven Gas Light Company 
Largest Number of Refrigerator 
Sales ee ee : 
Blackstone Valley Gas & Electric 
Company 
Largest Number of Space-Heat- 
ng Installations Pete aaa 69 
Lynn Gas & Electric Company 
Largest Number of Kitchen- 
Heating Installations .. rem 
Bridgeport Gas Light Company 
Largest Domestic Operating 
Revenue Increase 


Winners of Class B Awards 


Portland Gas Light Company 
Largest Number of Range Sales 6.59 
Largest Number of Refrigerator 
Sales SA SPR 2.93 


25 
Largest Number of Kitchen- 
Heating Installations......... 76 
Largest Domestic Operating 
Revenue Increase wevscee 47% 


Pittsfield Coal Gas Company 
Largest Number of Automatic 
Water Heater Sales......... 1.87 
Largest Number of Space-Heat- 
ing Installations 


Winners of Class C Awards 


Old Colony Gas Company 
Largest Number of Range Sales 3.9% 
The Stamford Gas & Electric Div 
of the Conn. Power Company 
Largest Number of Automatic 
Water Heater Sales 3.97 


Lewiston Gas Light Company 
Largest Number of Refrigerator 
Sales eg 1.93 
Derby Gas & Electric Company 
Largest Number of Space-Heat- 
ing Installations 
Largest 


ws 


N 


Operating 
»- $35.20% 


Domestic 
Revenue Increas« 
Beverly Gas and Electric Company 
Largest Number of Kitchen- 
Heating Installations 


Winners of Class D Awards 


The Newport Gas Light Company 
Largest Number of Range Sales 6.56 
Largest Number of Refrigerator 

Sales . Bile or a ee te 3.19 

Largest Domestic 

Revenue Increase..... +2.35% 

The Greenwich Gas Company 

Largest Number of Automatic 
Water Heater Sales. ee ES 
Concord Gas Company 
Largest Number of Space-Heat- 
ing Installations............. Ri 
(Tied with Framingham Divi- 
sion of Worcester Gas Light 
Company ) 

Framingham Division of Wor- 

cester Gas Light Company 
Largest Number of Space Heat- 


ing Installations bs ova Sauce 35 
(Tied with Concord Gas Com- 
pany 


Gloucester Gas Light Company 
Largest Number of Kitchen- 
Heating Installations 59 


Winners of Class E Awards 


Ware Gas Company 
Largest Number of Range Sales 6.0& 
Largest Number of Automatic 

Water Heater Sales......... 5.75 

Portsmouth Gas Company 

Largest Number of Refrigerator 
Sales 

North Shore Gas Company 
Largest Number of Space-Heat- 

ing Installations 

Central Vermont Public Service 

Corporation 
Largest Number of Kitchen- 
Heating Installations 


Hudson Division of Marlborough- 
Hudson Gas Company 


Largest Domestic Operating 


Revenue Increase........... +12.74% 
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Court of Kitchen Relations 


NEW type of radio program 
for the public utilities was 
inaugurated in February when 
The Peoples Gas Light and Coke 
Company in Chicago went = on 
WMAOQ Thursday with a fifteen 
minute program known as ‘Martha 
Holmes Court of Kitchen Relations.” 

On each program, four Chicago 
housewives whose cooking questions 
are typical, er of general interest, 
present their problems to the Court 
over the air. Martha Holmes, Peoples 
Gas Home Service director, as pre 
siding “‘judge” renders her decisions 
after each “case” is presented. The 
program announcer acts as “Clerk 
of the Court” introducing each 
woman's case to the “judge.” 

“Typical cases are those of Mrs. 
George Morgan versus the unangelic 
angel food cake and Mrs. Harvey 
Daniels versus the gray string becas. 
Each woman who takes part in the 
program receives a five-dollar radio 
appearance award,” explains Martha 
Holmes who in real life is Karen 
Fladoes. 

Knowing from past experience 
that Chicago housewives responded 
to and liked the Home Service pro 
grams, the Peoples Gas expanded the 
idea and developed The Court of 
Kitchen Relations to combine enter- 
tainment with the educational ad 
vantages of home service lecture ma 
terial. 

The program also is expected to 
build floor traffic in The Peoples Gas 
Light and Coke Company's ten show 
rooms because to submit questions 
which may be selected for the broad 
casts, Women must visit one of these 
stores to obtain the official entry 
blanks. 

In addition to awarding five dollar 
prizes to women who submit the four 
best problems each week, studio ad- 
mission tickets are presented to can- 
didates sending in the next best 40 
cases. These contestants are also 
given free copies of the royal blue 
Martha Holmes ring binder for 
recipes which ordinarily is sold in 
Peoples Gas Stores. In this way, 44 
women are eligible to receive contest 
awards each week which afford a 
sufficiently large amount of prizes to 
stimulate entries. 

Many of the case problems which 


By Daniel H. Mowat 


Peoples Gas Light G Coke Co., Chicago, Ill. 





KAREN FLADOES 


are chosen to be broadcast on the 
Court of Kitchen Relations program 
afford an opportunity for the “judge” 
in rendering her decision to point out 
how the complainant could have 

difficulties if she had 
been using a modern automatic gas 
range. For example, many of the 
problems concern cake or roast fail- 


1 
voided her 


ures which are directly traceable to 
carelessness about temperature. In 
such instances, reference to the auto- 
matic oven heat control logically can 
be written into the script. 

The following excerpt from one of 
programs illustrates how 
the “Court” operates. 

ANNOUNCER: (GAVEL 
THREE KNOCKS) the next case 
before the “Court of Kitchen Rela- 
tions” today—is the case of Mrs. 
Nelson—versus the two-faced roast: 
Mrs. Nelson—will you step up to the 
bench, please. 

MRS. NELSON: Yes, sir. 
ANNOUNCER: Mrs. Nelson 

w can we help vou today? 

MRS. NELSON: Well you see 
I’ve got a boy and a girl in my family. 
Tommy likes his roast beef rare. 

ANNOUNCER: What man 
doesn’t? 

MRS. NELSON: That’s right, 
Mr. Griffith Mr. Nelson likes it 
rare too. But Ethel, that’s my girl 
he lil 


he radu 


} 


ve likes it kinda brown on the out- 
side—you know—with a nice crust 


sort of. 

ANNOUNCER: I know exactly 
what you mean, Mrs. Nelson. 

MRS. NELSON: Well—what 
I’d like to know—is there any way | 
can give them all what they want 
with the same roast ? 

ANNOUNCER: You've got me. 
Judge Holmes—how about this. Is 
there any way Mr. Nelson and 
Tommy can have their meat rare 
and Ethel can have the same roast 
nicely browned on the outside ? 

MARTHA: Oh—TI think there is. 
What kind of a roast do you usually 
have for them, Mrs, Nelson. 

MRS. NELSON: I usually get a 
standing roast—it’s easier for Mr. 
Nelson to carve than the rolled ones. 

MARTHA: And does your range 
have a regulator on it? 

MRS. NELSON: Yes it does. It’s 
one of those new ones—we just got 
it last spring. 

MARTHA: Oh—then you 
shouldn’t have a bit of trouble, be- 
cause the new automatic gas ranges 
make everything so easy for you. 
Solving your problem is just a matter 
of oven temperature and timing. 

MRS. NELSON: Is that all—can 
you really have the same roast two 
ways? 

MARTHA: Sure you can. . . be- 
cause the heat does just what you tell 
it to in the new ranges. Now—for 
the rare inside of your standing roast 

you only need to cook it 18 to 20 
minutes per pound at 350 degrees 
half an hour before your roast is due 
to be finished—reset your thermostat 
at 450 degrees for browning the out- 
side. 

MRS. NELSON: But won’t that 
do it too well inside ? 

MARTHA: No reason why it 
should—because the heat is_ well- 
controlled in your oven, and: you're 
only allowing 4% hour for the brown- 
ing. It will keep the inside rare 
and brown the outside for your 
daughter very nicely. 

MRS: NELSON: Is that all |] 
reed to do? 

MARTHA: That’s all — except 
just one word of caution. Be sure 
to roast your meats uncovered. 

MRS. NELSON: Oh—I do that 


anyway. 
(Continued on page 7/1) 














“No need to check these valves sir; you know they’re Nordstroms” 











FAITHFUL VALVE 
PERFORMANCE 
REQUIRES NO 
“WATCH-DOG” 


Safety is the first rule in any gas-handling operation. A leaking valve is 
a hazard that cannot be tolerated. Nordstrom Valves add safety. They do 
not require constant attention. ''Sealdport" lubrication assures a tight seal. 


MERCO NORD S TRO M Ta 4 VE Se. 
a subsidiary of 
PITTSBURGH EQUITABLE METER CO. 
Main Offices: Pittsburgh, Penna. Branch Offices: New York City, Buffalo, Philadelphia, Columbia, 
Memphis, Atlanta, Chicago, Kansas City. Tulsa. Houston. Los Angeles and Oakland. 





ONLY 
NORDSTROMS 
MEET 
EVERY 
MAJOR 
VALVE 
NEED 


View to left shows Nord- 
strom Valves on main input 
manifold of a natural gas 
transmission line. Lower 
view shows 4” Nordstrom 
Valves and Emco Meter on 
gas line connecting digester 
to storage tank in a sewage 


plant. 
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ppliance Financing Plans 


Central Hudson Gas & Elec. Corpn., Poughkeepsie, 


t & OUITE generally conceded 

today that deferred payment 

sales play a vital part in the eco- 
nomic picture of our country. With 
out time payment sales where the 
customer with small weekly earnings 
can pay for his automobile, his gas 
refrigerator and his water heater out 
of his future earnings, our whole 
program of mass production would 
be impossible. 

To a_ utility deferred payment 
sales not only offer lower priced ap- 
pliances, made possible by the larger 
volume manufactured, but also offer 
a method of making our low income 
customers (which now make up 
nearly one-half of our total) more 
profitable users of gas. 


Operation of Such a Plan 


The operation of a time payment 
sales plan depends upon the credit 
of the customer. The credit of the 
moderate or large income custom- 
ers can usually be determined fairly 
accurately and easily. In the case of 
the lower income customers the 
problem is more difficult. These cus 
tomers in general are good moral 
risks, but their ability to pay de 
pends upon their employment. If 
the monthly payment for the appl: 
ance is kept small and within thei 
ability to pay, they generally will 
pay as long as they are employed 
and their source of revenue con 
tinues. Our credit check really is 
involved with our ability to estimate 
the future stability of the commu 
nity and the emplovment of its citi- 
zens, 

When all of these factors are tak 
en into consideration, it is possible 
to sell gas appliances on long terms 
and to collect the payments with 
very little loss, even when the terms 
extend as long as five vears and with 
down payments as small as 1/60 of 
the total cost of the appliance. 

It is important that time payments 
be collected when they are due, On 


Presented at the Eleventh Annual Busi 
ness Conferene Cc of Nex I ngland Gas As- 
sociation, Boston, Mass., 
1937. 


February 12, 


H. E. DEXTER 


General Commercial Manager, 


he other hand, it is much better, 
from the sales end, to be strict with 
collections rather than to be rigid 
when passing on the initial credit ap- 
plication. When collecting from cus- 
tomers who earn only small wages, 
such as, for example, $12.00. to 
$14.00 per week, it helps materially 
if the installment can be collected 
either weekly or daily by the use of 
a metering device. Many of these 
customers find it difficult to lay aside 
4 of the monthly payment each 
week, and hold it until the end of 
the month. They have so little for 
the bare necessities of life that there 
is always a great temptation to spend 
the water heater installment for 
corned beef or a new pair of shoes 
for the youngster going to school. 
Take a tip from the industrial insur- 
ance man—let your collector call 
each week and remove this tempta- 
tion. 

Table I shows three typical finan- 
cing plans in use by three gas com 
panies, and a finance plan offered by 
one of the large finance companies 
directly to dealers. 

The three plans are alike in that 
they are all available to qualified 
dealers for financing gas appliances. 
The conditions under which they are 
made available to dealers vary slight- 
ly, but not sufficiently so but what tt 
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appears that any good dealer could 
qualify for their use. 

The down payments in all three 
plans are fairly liberal and the terms 
extend to from 48 to 60 months on 
all major load building gas appli- 
ances. 

The rates for the three plans 
operated in conjunction with the 
utilities are approximately the same 
as shown in Table I| where the 
monthly payments are given for an 
unpaid balance of $100. with pay- 
ments extending over a period of 24 
months and 48 months respectively 


Table Il 
$100. Unpaid Balance 
Period Pertod 
24 Months 48 Months 
Plan Vet Amount Net Amount 
Economy Purchase $4.71 $2.60 
Rochester 4.64 2.58 
Central Hudson 4.68 2.59 
Cie 4.80 --- 


The principal difference in_ the 
plans is the source of money and the 
operation of the plan. In the Econ- 
omy Purchase Plan and the Roches- 
ter Plan the utility keeps away 
from the collections, whereas in the 
Central Hudson Plan the company 
takes full responsibility for both 
credit and collections, and receives 
payment from the finance company 
for performing this service. To 
make this a little clearer, let’s take 
an example under each plan of a gas 
refrigerator with a $100. unpaid bal- 
ance financed for 24 months. 


Economy Purchase Plan 


The dealer would present his 
deferred payment to the Commer 
cial Credit representative who 
passes credit, purchases the paper 
and pays the dealer $100. The 
utility bills the customer $4.71 on 
a separate bill sent out in the same 
eny elope as the bill for gas. If the 
monthly installment is paid before 
the 10-day discount period ex- 
pires, it is paid net; i.e., $4.71. It 
it is paid after the expiration of 
the 10-day discount period, but be- 
fore twenty days from the date 
the monthly payment is due, a 
penalty of $.25 is added and the 
customer must pay $4.96. A re- 
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instatement tee of $1.00 is 
charged if paid when 20 to 30 
days past due. Immediately the 
monthly bill has been unpaid 30 
days, it is considered past due and 
the customer has the option of 
paying $1.00 to reinstate the con- 
tract or the appliance is repos- 
sessed by the dealer. In case the 


dealer goes out of business or 
tails, the manufacturer, by con- 
tract arrangement, becomes re- 


sponsible for the repossession of 
the appliance 


Rochester Plan 


In Rochester the dealer 
must be approved by a 
\dvisory Committee) takes his 
‘ontract for a gas refrigerator 
with $100. unpaid balance to be 
financed for 24 months, to the 
local bank which passes credit and 
purchases the paper directly from 
him without recourse provided 
one monthly payment is made 
The dealer receives for this con 
tract $100. less 2% ($2.00) or 
$98.00, and the bank, using a 
coupon method of collecting, col 
lects $4.64 each month from the 
customer. The $2.00 or 2% with 
held from the dealer is placed in 
a reserve to cover any 
which may be incurred. Any bal- 
ance in the reserve is returned to 
the dealer. If the customer does 
not pay the monthly installment 
when due, a penalty of 
added if 10 to 15 days past due, 
and $1.00 reinstatement fee if 
over 15 days past due. In case the 
account 


( who 
Special 


le sses 


$.25 is 


becomes delinquent and 
the apparatus must be repossessed, 
the dealer makes the repossession 
for the utility and delivers to the 
utility warehouse. The dealer has 
the right to repurchase from the 
utility any appliance repossessed 
at its resale value less 30%. 


Central Hudson Plan 


In this plan the utility passes 
credit under arrangement with the 
First Bancredit Corporation, and 
when credit has been so approved 
the finance company purchases the 
paper directly from the dealer 
Again let’s take a gas refrigerator 
with a $100. unpaid balance to be 
financed for 24 months. The deal- 
er would receive a check directly 
from the First Bancredit Corpora- 
tion for $100. less $3.00 (3%); 
i.e., $97.00. The Central Hudson 


would receive from the First Ban- 
credit Corporation a check for the 
following : 


$3.00 (3% to be placed in This would be 5% 
reserve for losses paper with terms 
incurred) greater than 3 years 


$1.90 for 


checking 


credit 


and taking up the 


18c x 24 Months = 
lecting 
rotal 
$9.22 


The Central Hudson would then 
bill the customer $4.93 each month 
on a separate bill mailed in the 
same envelope as the gas bill. If 
the monthly installment were paid 
before the expiration of the 10- 
day discount period, the customer 
pays $.25 less, or $4.68, which is 
forwarded directly to the First 
Bancredit Corporation. 

If the account becomes 60 days 
delinquent, the utility buys the 
contract back from the finance 
company at its unpaid balance. If 
the contract is less than one year 
old, the dealer, by contract, buys 
back the contract from the utility 


account, 
$4.32 for billing and col 


If it is more than one year old, 
the utility repossesses the appli- 
ance, charging the loss against its 
reserve collected from the dealers 

If the contract is in good stand- 
ing at the end of the first year, 
the company takes full responsi- 
bility for all further collections 
and refunds to the dealer 2.5% 
from the 3% collected for the re- 
serve on all paper up to three 


years, and 2% on five year paper. 


What a Utility Financing Plan Requires 


\ll three of these plans have been 
in operation long enough to justify 
one’s faith in the success with which 
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gas appliances can be financed over 
long periods of time. However, for 
those who do not have financing 
plans and are about ‘to consider 
them, there are certain very definite 
points which should be taken into 
consideration before starting such a 
program. 

Chart I shows the loss experience 
of the company with which | am 
connected, in financing time payment 
paper. The greater proportion of the 
losses comes in the first year. There 
is less loss as the equity in the ap 
pliance increases. Larger down pay 
ments will materially cut down 
losses and also cut down sales as 
well. Down payment is, however, 2 
question which must be carefully 
considered to get a proper balance 
between increased sales and in 
creased losses. 

Another question not shown on 
the chart, but of great importance, 
is the character of service the ap 
pliance gives. If the appliance oper 
ates satisfactorily and the dealer 
renders good service when called 
upon, the customer is much n 
likely to pay promptly. 


lore 


What a Utility Finance Plan 
Should Contain 


From my own experience | feel 
that a utility finance plan should 
contain the following: 


1. The plan should be sound finan 
cially and carry its full costs, 

2. The dealer, or the dealer and the 
customer together, should be 
charged in the finance rate enough 
to cover all losses incurred. 

3. The plan should be jointly oper 
ated by the finance company and 
the utility, because it can be oper 
ated more efficiently and the ul 
timate cost of financing gas appli 
ance sales can be made a mini 
mum for the customer. 

4. The dealer should be held finan 

cially responsible for the pape 

for one year. This not only guar 
antees the collection and a rea 

sonable period of operation for 
the appliance, but tends to restrict 
the plan to more responsible deal- 
ers with all that that word in 

plies, and again tends to decrease 
the ultimate cost of the appliance 
financing. 

Most repossessions take place in 

the first year. The dealer can re 

possess, recondition and resell his 
own appliances for less out-of 
pocket money than anyone else 

Provisions should be made in any 

such plan for the use of metering 

devices in which the custome: 
must deposit his payment daily in 
order to use the gas appliance. 


sn 
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Artists At the Gas Range 


Four little girls of Ware, Massachusetts, ranging in ages from 9 to 12 became so interested 
in listening to the Mystery Chef radio program that they decided to be artists at the gas 
range. Their first effort resulted in the baking of four perfect cakes. George Oliver, 
manager of the Ware Gas Company, displayed the cakes in the office window of his 
company and they attracted wide attention. The gas ranges used in baking the cakes 
were insulated and equipped with heat control. The recipes were taken from the Mystery 
Chef's cook book. Shown in the picture are Mr. Oliver and Olive VanWart, age 10 yrs.— 
lrene Cebala, age 12 yrs.—Alice Marie St. George, age 9 yrs.—and Mary Clark, age 11 yrs. 








“Gas Did Not Fail” 


| tel the gas did not fail for did not fail for a moment, and the pres- 
nent and the pressure was as strong sure was as strong and as regular as on a 

gular as on a balmy summer day.” balmy summer day.” 

This sentence is taken from a story in The following letter, addressed to Oscar 
Gilmer Texas) Weekly Mirror of Moore, local manager of the Arkansas 
14 , under the headline, “Sleet Louisiana Gas Company at Gilmer, writ- 

rks Hav With Phones, Telegraph ten by F. L. Futrell, a prominent citizen 

1 Light Lines: Trees Smashed Under of Gilmer, was forwarded to W. M. Lit- 
oht | Coat,” tells of a terrific tle, general superintendent of gas dis 

hat used much suffering and tribution, and, naturally, is much appre 
hardships to the citizens of that ciated : 
mul “Dear Mr. Moore: 
2-hour period from 7 o'clock “Allow me to congratulate you and 
zht to the same hour Sunday your good company for the fine service 
als unty was in the grip of rendered through the severe spell of 
tructive sleet storm in mem- weather we have just encountered. At 
continues. “To add to the times the only utility we had going in 
t all there were no electric our home was the gas from your com- 
eeble kerosene lamp here pany. 
r, more commonly, a flickering “Again I want to thank you for such 
Ile \t 2 o'clock Saturday after- splendid service, and wishing for you 
the electric power failed ; and your company the very best, I am, 
“Homes witl nly electricity for cook- “Very truly yours, 
ng had a cold Sunday dinner or borrowed (Signed) “F. L. Futretr.” 
eighbor’s gas range for the occasion. “The Expanding Circle”, Arkansas 
up of ffee was possible by using a Natural Gas Corp’n, Shreveport, La. 

as heater’s flames. Fortunately, the gas 
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Every Range Salesman 


Needs This Ammunition! 


Charles W. Merriam, Jr. 





Partial Table of Contents 


Relative Merits of different fuels 

Types of Ranges 

Console vs. Table Top 

Construction Materials 

Oven Types 

Temperature Control 

Insulation 

Automatic Oven Lighting 

Types of Burners 

Comparative Efficiencies 

Flexible Control 

Fuel Economy 

Relative Costs of Gas vs. Elec- 
tricity 

Burner Arrangements 

Retail Prices 

Appendix:—Useful Tables 


e A handy and informative volume 


filled with authoritative informa- 
tion on types, characteristics, de- 
sign, operation, heat control and 
advantages of the modern gas 
range. 


A reference book of great value to 
every range salesman and sales- 
manager. 


An invaluable manual for sales 
department study and discussion 
groups. 


Eighty pages of the real essence of 
range construction and operation. 


Size 6” x 9”, durable paper cover. 
Price $1.00. Discount on Quanti- 
ties. Order your copies now. 
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N. E.G. A. PRESIDENTS ADDRESS 


T IS customary for the retiring 
President of the Association to 
outline at the annual meeting 

such developments during his term 

of office as seem to him worthy of 
special consideration by the member- 

ship. I shall briefly touch upon a 

few of the high spots which have 

impressed me during my term of 
office. 

I have seen the operation of the 
Association in all its phases and | 
have been heartened by the many 
practical things which the various 
units have accomplished for the g 
industry. Certainly, the interest, 
thought and action shown through- 
out the vear indicate that the New 
England companies appreciate the 
value of cooperative efforts directed 
toward front-line problems. 


gas 


I think it might be well at 


time for all of us to review the gen 
eral structure of the Association that 
we may better understand how it 
operates. We have 23 directors 


elected annually who determine poli- 
cies and generally represent the 
membership. In addition, we have 5 
Divisions, the activities of each of 
which are determined by 9 directors 
who are elected by the members of 
that Division. An effective tie-1 
between the 5 Division boards of di- 
rectors and the Association directors 
is obtained, as each Division Chair 
man is automatically an Association 
director also. It is not Association 
policy to have standing committees 
Committees are appointed for spe 
cific purposes by the President upon 
authority of the Association direc 
tors. In like manner, special com 
mittees are appointed by the Divi 
sion Chairmen upon authority of 
their directors for specific purposes 
in the several fields. The Executive 
Secretarv 1s responsible to the As 
sociation directors 


and carries out 
policies established by them. The 
headquarters staff cooperates and 


assists all Divisions and all commit 
tees in their various activities. Ex 
perience has demonstrated that this 
set-up is simple, efficient and eco 
nomical. 


Presented before the Eleventh Annual 
Business Conference New England Gas 
Assn., Boston, Mass., Feb. 11, 1937 


President 





F.L. BALL 


The New England Gas Association 


have stated before and | reiter- 
ate that, in my opinion, this Asso- 
ciation is the most efficiently con- 
ducted trade association of which | 
have knowledge. The Association 


Bachrach Photo 


F. L. BALL 
directors feel, and I believe the 
members feel, that we are doing a 


very substantial and a very practical 
ob on a very modest budget. It is 
my opinion, and I think a general 
opinion, that our members 


are Te- 


dollar 


for 


ceiving a full 
tangible value 
dues paid. 


and more of 
each dollar of 
Personally, I marvel at 
the accomplishment attained with 
the limited funds available. That 
this is so is due largely to the close 
application and untiring energy of 
our most efficient Executive Secre- 
tary and his staff. consisting of 2 
assistants. 

If I were asked my impression o! 
the one outstanding characteristic of 
this Association, I would say that its 
strength rests in the fact that it car- 
ries its activities to the rank and file 
of the employees of our member 
companies. This is possible because 
New England is a relatively small 
and compact -area and_ because 
most of our Divisions hold one or 
more meetings each year in commu- 
nities outside of Thus our 
activities are brought home to our 
members as a whole and on a per- 
sonal contact basis. Many hundreds 
of our employees have obtained the 
stimulating benefits of our meetings 
this vear. In short, our Association 
can and does work very closely with 
our members. 


Boston. 


The gas industry has many rami- 
fications. That is why we have 5 
Divisions covering different fields. 
The Association work is necessarily 
broad. We try to supply every need 
which our members collectively feel 
to be important — whatever — the 
branch of the industry. 

Here are a few of the year’s high 
spots : 





New England Gas Association Officers & Directors 


1937-1938 


President: R. 
port: 2nd Vice President: 
Cadwallader, Boston. 


L. Fletcher, Providence: Ist Vice President: G. S. Hawley, Bridge- 


R. J. Rutherford, 


Worcester; Treasurer: F. D. 


Immediate Past President: F. L. Ball, Boston. 


Directors-at-Large: W. 


C. Bell, Boston, N. B. Bertolette, Hartford; J. A. Cook, 


Lynn: C. H. Cummings, Boston; E. M. Farnsworth, Jr., Boston; F. M. Goodwin, 


Boston, I. 


T. Haddock, Cambridge; R. N. Hill, Burlington; W. F. Norton, 


Nashua: H. R. Sterrett. New Haven; G. W. Stiles, Portland; G. P. Velte, Boston: 


J. A. Weiser, Newport. 
Executive Secretary: Clark Belden. 


Note 


The following men as Division chairmen automatically become Association 


Directors having been selected by the members of their respective Divisions: 
Division Chairmen: D. S. Reynolds, Operating, Boston; Cyrus Barnes, Sales, 
Boston: R. E. Wright, Industrial, Cambridge; Otto Price, Accounting, Boston; 


A. B. Cole, Manufacturers, Boston. 
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Commercial 
Cooking School 

The Commercial Cooking 
which will be held next week in Bos 
ton is a most practical educational 
activity and the registrations show 
that the member companies shat 
this view. Its agenda and instruc 
tors would do credit to a national 
school. Incidentally, the Industria 
Division directors are to be 
gratulated for planning this school 
as well as the House Heating School 
held last February and the Indus 
trial Schools which held sey 
eral years ago. 

Another project—which will be an 
educational activity for the domestic 
sales forces and which holds much 


Scnool 


con 


were 


promise—has been under way this 
year. The Industrial Division, as 
outlined, has been conducting 


schools for the men in the indus 
trial, house heating and commercial 
helds. The Association has nevet 
done a similar work for the domesti 
salesmen. The Association directors 
acting upon a detailed committee re 
port, approved on January 29 the 
launching of a project in coopera 
tion with the College of Business 
Administration of Boston Univer 
sity, acting through Professor Ralp! 
G. Wells, head of its Bureau of Re 
search. This program calls for a1 
all-day meeting to be held during 
successive weeks this spring in New 
Haven, Providence, Springfield ana 
Boston, with be fu 
nished by Boston University and by 
the gas industry, and with 
demonstrations to be conducted un 
der the supervision of our manufac 
turers. In addition to the 3 sessions 
at each meeting, Boston University 
will prepare a sales course with 
direct application to the gas indus 
try for later group use by individ 
ual member companies. You wi! 
hear more about this program short 
ly and I commend it to your caretu 
consideration, 

Our 5 Divisions have had an 
tive vear and their meetings hav: 
heen of high standard. Their dire 
tors have kept abreast of 
conditions and many questions hays 
been studied as well as new 
of old questions. 





speakers to 


Saies 


changing 


aspects 


} 


[There has been 


much valuable discussion at man) 
meetings. A study of the agenda « 
these Division meetings clearly) 


shows that there is much important 
material that our members shoul 
study and that the Division directors 
have shaped the programs toward 
that end. 

The large exhibit of the newest 
accounting machines at the last Ac 
counting Division meeting attracted 
considerable attention. The Oper 


ating Division’s comprehensive pres 


} 
| 


entation otf flood papers last spring 

is unusually valuable. The Sales 
Division’s Hartford meeting pre 
sented a very strong program and 


lrew a large attendance, especially 
trom the Connecticut companies, 


one 
tf wl sent SU representatives and 
several others of which sent 40 per- 


sons ea The Industrial Division’s 
careful consideration of a promising 
new ftield—gas flood lighting—has 
started some real thinking along this 
line | many member companies. 


has 

played an important part in helping 

tO plan the new project fot 
just outlined 

There has been much excellent 

various committees 

this vear. The Distribution and Pro- 


The Manufacturers Division 


domestic 


vork done by 


committees have done 





very 


velpful work for the Operating Di- 
vision. The Salesmen’s Compensa- 
tion Committee conducted an excel- 


SUTVe\ for the Sales Division. 


School 





Commercial ( ooking 


Committee 


has done a great amount 





ot work for the Industrial Division. 
Phe XYegional - Sales - Educational 
Committee, an Association commit- 
ee has developed the project in 
hich Boston University will co- 

erat lime prevents my mention- 

ng in detail the work of all com 
es, much as I should like to 


program is a 
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the work which we try to do for our 
members. It is extremely well-bal 
anced; the subjects are most timely 
and the unusually well 
qualified. A study of this program 
indicates that our Association is on 
the job and that we wish our mem 
bers to have the best available talent 
We all are indebted to the speakers, 
particularly to those who have come 


speakers 


a great distance, and to the members 
of the Program Committee who 
have devoted thought to this 
program, 


eTreal 


| wish to express my appreciation 


for the splendid cooperation which 


from the Associa 
tion directors, from the-Pivision di 
from. the 
members. 


| have received 
committees and 

We have had 
harmonious and effective team work 
In a very real many of you 
as individuals have helped to accom 
plish this vear’s work and our mem 
bers are indebted to you. 

All evidence indicates that there 
is a new spirit in the gas industry 
\Ve have long way since 
1929. We are prepared as never be 
fore to give a good account of our 
selves. This theme has been devel 
oped and has appeared in print in 
various publications lately. The pic- 
ture presented 
tistics—1 


rectors, 
from the 


sense, 


come a 


based on ample sta 
is an encouraging one. We 
face an opportunity and the results 
which we will measure our 
| am confident the re- 
to our credit. 


secure 
effectiveness. 
sults will be 


Division Paper Awards 


Presented by George S. Hawley of Bridgeport 


At N.E.G.A. Annual Meeting 
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“Pros and 


ine.” RK. 4 


Flood Light 
Vice President, 


{ ons of (sas 
n Rutherford, 
Worcester Gas Light Company 


Second Most Valuable 


Standard Furnace Equipment,” 


Sidney H. Baylor, Eastern Appliance 


ACCOUNTING DIvIston 


Vost Valuable (Joint 
“Investigation, djustment, and Pre- 
ention of High Bills and Complaints,” 

S. McKinley, Malden & Melrose Gas 


Light Co.; D. N. Squires, Cambridge Gas 
Light Co.;: C. W. Williams, Boston Con- 
solidated Gas Co 


Second Most Valuable (Joint) 

“A Customer Ledger System for Small 
Gas Companies,” J. L. Underhill, North 
\ttleboro Gas Company; R. B. Johnson, 
North 


\ttleboro Gas Company 
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For modern operating conditions in gas distribution 
service our members supply modern mechanical 
joint cast iron pipe that is known to be gas-tight. 
The records supply proof that cast iron pipe is un- 
equalled for long life. Original cast iron gas mains 
are in service in 29 large cities. This combination of 
efficiency and economy is available in mechanical 
joint cast iron pipe in diameters from 1 to 84 in. 


CAST IRON PIPE 


THE STANDARD MATERIAL 





FOR UNDERGROUND MAINS 





The Cast Iron Pipe Research Ass’n, Thos. F.W olfe 


TRAOs uaa a86, 


Research Engr., 1013 PeoplesGasBldg.,Chicago 
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KOPPERS 
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MUCH COAL FOR GAS-MAKING IS CLEANED IN KOPPERS- 
RHEOLAVEUR PLANTS—Koppers is interested in clean- 
ing methods to produce the highest quality coal for 
use in ovens operated for the making of coke oven 

as. Cleaning is particularly important with the 
increased creme. Tl sere ee fe methods. Koppers 
controls the Rheolaveur Process in this industry, and 
has built many coal cleaning plants. 











THESE “WESTERN” MECHANICAL TIME CYCLE CONTROLS ARE A NEW TYPE AUTOMATIC CON- 
TROL WHICH MEETS THE DEMAND FOR A SIMPLE UNIT FOR WATER GAS SETS—This 
hotograph shows four Model “‘U” Time Cycle Controls at the plant of New Orleans 
>ublic Service, Inc., New Orleans, La. 
The Model “U” was recently designed especially for ~_— where water gas sets 


are used alternately or for standby service. The capital investment is low. These 
controls can be adapted to any length of cycle; Model ““U” Controls are now in 
operation on cycles ranging from three minutes to one and one-half hours. Write 
for Bulletin 317. 

To meet special conditions, the Model “U” Controls shown in the photo are 
equipped with Model “E” Control type indicators, automatic shut-downs and hand 
selector mechanism, but in most installations these auxiliaries are not necessary. 

The Western Gas Division of Koppers also produces many other types of 
apparatus for gas companies. 


WAR L O eo 


¥ 








CREOSOTED LUMBER (FROM THE WOOD PRESERVING CORPORATION) 


ADDS TO THE LIFE OF COAL-UNLOADING DOCKS— The coal-un- 
loading dock in this photograph includes breastwork of 
creosoted timber and mooring pile clusters. All piles are 


southern yellow pine treated with 16 lbs. of Grade One 
Coal-Tar Creosote by the full-cell pressure process. The 
breast wall timbers are white oak, to resist the abrasion from 
the barges; all other timber is southern yellow pine treated 
with 8 lbs. of Grade One Creosote by the empty-cell pres- 
sure process. The Wood Preserving Corporation, Koppers 
subsidiary, also supplies pressure-treated cross-ties, poles, 
cribbing, fence posts and other types of treated timber. 


WRAY | ene 






serves the 
qas industry 
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KOPPERS BARTLETT HAYWARD DIVISION AT 
BALTIMORE BUILT THESE FELD SCRUBBERS AND 
THIS WATERLESS GAS HOLDER— These Feld- 





KOPPERS LUMINO MAKES BRIGHT, LIGHT-REFLECTING 
CORROSION-RESISTING SURFACES—Lumino is a bi-, 


tuminous-base aluminum paint which gives the 
equivalent of two coats with one application. Its 
bituminous base forms an impermeable, water- 
proof black film which prevents corrosion of 
metal surfaces and disintegration of concrete, and 
its Alcoa Albron aluminum powder “leafs” to 
the surface and makes an overlapping metallic 
protective finish of great hiding power and bright- 
ness. Let us send you the descriptive folder. 


KOPPERS COAL TAR PITCH ROOFS PROTECT MANY GAS 


COMPANY BUILDINGS—Koppers Coal Tar Pitch and 
Tarred Felt Roofings should be used on any build- 
ings with flat roofs. Coal Tar Pitch is the one 
material best able to withstand prolonged contact 
with water, without disintegrating. Coal Tar 
Pitch should therefore be specified wherever roof- 
ing is to be exposed to water for long periods. 


KOPPERS PURCHASES CRUDE TAR— 
Koppers is interested in the purchase 
of crude tars (coke oven, water gas 
or retort tars.) 


HHH HHHHHHHHHHHHHHOD: 


BAe OOOO OD 


Koppers Company, Pittsburgh, Pa. 
Please send me information about: 


2 Bulletin 317 on Western 


[ 
if 
f 
C 
C 
C 
C 
C 


Mechanical Time Cycle Controls 
Coke Oven Plants 

Water Gas Sets 

Heavy Oil Water Gas Processes 
Other Gas Manufacturing Plants 
Scrubbers 

Conveying Systems 

Fast’s Self-aligning Couplings 
Treated Lumber 


) Floor Stands 
C 


Fire Hydrants 


© Gas Purification Plants 
© Motor Fuel Recovery Plants 


Your Name 


Type Tar and Naphthalene Scrubbers have 
an ultimate daily capacity of 50,000,000 
cubic feet, and the holder is a 15,000,000 
cubic foot waterless holder. Bartlett Hay- 
ward Feld Type Scrubbers are used for the 
removal of tar, naphthalene, cyanogen, 
ammonia, light ofls and other products from 
manufactured gas, and dust from producer 
and blast furnace gas; for the recovery of 
gasoline from natural gas and for many 
chemical processes requiring intimate con- 
tact between gas and liquids. 


AG) 3 


CD Oil Foggers 

© Bituminous Paints 

©) Coal Tar Pitch and Felt Roofing 
) Waterproofing Materia: . 
) Pipe 

© American Hammered Piston Rings 
} Coal Tar Paving Materials 


Sulphur Recovery 


) Gas Holders 

) Tanks 

) Gas, Air, Tar and Water Valves 
) Disinfectants 


Insecticides 


02 Deodorants 


COREE EERE EERE HEHEHE EEEOO®D 
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Largest Manufacturers of 


Arc Welding Equipment in the World 


aaaress 


eel 
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Pipe Corrosion and Coatings 


Laboratory Test for Soil Corrosivity 


Part 9 
By Erick Larson 


Nipple and Can Method TABLE 1 


\pproximate 


HE “Nipple and Can” method of securing an — ei a Siennmt al “Cal 
index ot soil corrosivitv in th laboratory Nas Limits Corrosivit Specified \rea 
been frequently described especially by the orig 0.00 to 0.99 Slight None’ 38 
. 8 +, : z 1.00 to 3.99 Moderate Yard Wray 48 
inator, Guy Corfield... The laboratory procedure co1 100) and Special 
. - 4 Q - , ; +i and ove! > ere pecia 14 
sists of thoroughly cleaning a pipe nipple 4 inches in ot Quis Cy eens 
; a . — CCCP L-1rie ana 1 icT 
length and placing it in a one pint can. The nipple is 
electrically insulated from the can bottom by means of Explanation of ‘Protection 
; : . ¥ ss + ] 
ois i nk chine ce = dating eee wentlend alia ed : Pi 
a rubber or = ae a =: ' la re Billed h : NONE—By this is meant bare pipe as received from 
>» enace > @ » le ; “74 is then f > t - 2 Ss 
Phe space between the nipple and can en fille ianufacturer, either steel or cast iron (except sizes 


t ; . 4 } 


water saturated soil. A six volt potential is impresse 
between nipple and can and the current controlled so 
as to flow from the nipple to the can surface. The 


under 2” which are given yard wrap because of thin 


ll, and possibility of attack by lawn fertilizers and 
Oy. : : other unforeseen private property developments ). 
originator of the method reconim nds that the current YARD WRAP Yard wrapping machine application 
be allowed to flow continuously for 24 hours. The of hot bitumen and impregnated bonded wrapper, with 
nipple is then removed, cleaned, dried and weighed. Thi 
loss of weight ig usually expressed 3 aa & weight SPECIAL—Careful consideration is given to these 
per unit of area ot exposed surface for a given time areas of severe corrosivity; and special and usually 
The numerical value resulting from the expression 1s extra heavy protection applied to cope with the con- 
termed the soil index. The units most freqt - oat : 
for the soil index are ounces per square foot per ve 
Cleaning of the sample is imp rtant and consists 
removing any oils, lacquers, paint or other applied 1 
metallic coating from the exposed surface. The 


field joints of equivalent materials and protective value. 


ditions. Some of the points considered are soil stress, 
proximity of street railway rails or sub-stations, size 
and importance of gas pipe, actual or probable paving 
and traffic. Some of the extra-heavy protection ex- 
. , ; pedients are extra coats of bitumen and extra wrappers, 
pose ot cleaning is to prepare the Sample so that the 


] 1 coat 


. . 2 ; special materials for moisture, electricity and soil stress 
metal surface 1s in the condition similar to that follow) 2 


“ resistance, and very careful field joint and back-fill 


burial and after the elements ha l re | any surface procedtire. 

‘Cz Oo ‘ rt J @ at< i ne or? slic] mown 1,] hr ° ° ° ° ° ° » 

¢ ating other than me tal. I ckhi ly p ng woul The nipple and can index is indicative of the average 
both produce a surface which may result in a less loss conductivity of a water-saturated soil over a P4-hour 


of metal either in actual practice or test than woul 
occur with a natural! surface. 

The recommended potential of six volts was arbit 
ily selected but does represent a choice made aftet 


period. Corfield’ states, “It is not necessarily propor- 


siderable experimentation and theoretical stud Lhe i ARP ee ee ee Ee SST BS ee | 
use of any other voltage produces an index which cai stius{?WO VOLT INDEX VERSUS SIX VOLT INDE 





‘ : : : : FOR ANY SOIL 
not be converted into a six-volt index by am nst zi ge 
but a relationship does exist as indicated by Figure ] 

Although the numerical value of the relationship is 
constant the plotted points indicate a close correlation 
between the conclusions resulting from the us« 

ferent voltages. The Williams Method is si 

he ae ae ie . ae 1 

Corheld Ss excep nat a Wo-' ) S Ss 4 

’ ; . — ; z 
the time of continuous current flow is 24 urs or less. = 
esi ; , , . “95s as 4 - 
[he index limits between which certain degrees 3 

. 5 = 5. <a 
tection or non-protection are required must b i - 

an ee oo eee aie 1 +1 ‘ , TH ’ = 
cc a g ) ne potentia used in ne ex hal x & 
limits used by Guy Corfield and determined by : 
Nipple and Can Method using a six-volt potent 
indicated in Table 1° which also indicates the « 
sions based on 9500 samples ina 200 square mile ar 

‘Running a Soil Surve f tae i , 

n Western Gas Mar 

21931 Pacif ( st G F \ I } e 
Prote ( e R oO. I W res r : 

bl Survey es heir *r t tror ple . 2 é 
See Med cecal hn as ee inet ne sc SIX VOLT ImoEx 


Corrosion Conference. March 1933 Fig. 1 
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; 
decrease would tend to continue at the more rapid ini- 
tial rates. In certain soils this factor may be of more 
- : aBeeSEZeeknaas importance than others and therefore should be 
a | checked. 
4 . SSeS ESE8 es The element of time injected into soil corrosivity de- 
mf . . . . ? 
} ++ 4} tt termination by the Corfield method automatically takes 
| into consideration decomposition of salts or other chem- 
a | Prrist! Tritt] [TI ical reactions. Thus the Nipple and Can or a similar 
‘| é FRRERE RS | | | test is more nearly representative of actual field condi- 
F < tions than any other method which depends upon the 
r Serr tT am waz instantaneous value of an electric current or a current 
; & ws fan T flowing for a comparatively short period. 
: Fe However, in numerous instances there appears to be 
; Bas See ee Zeeseue a correlation between the conclusions from laboratory 
t a rr we ee tests by the nipple and can method and the Shepard Rod. 
ee ct ete rTTiTittt Figure 3 shows the agreement between indices found 
SSeS 2a 0a See | j | je} by Allyne® for the same soils surveyed by the two 
; at Sa 5 55 methods. Allyne has mentioned that a series of tests 
Cee RES ES CECE SR RERE ERE Eke were conducted in the field with Shepard Rods first 
ry 10 rm taking readings on the soil with the moisture content as 
ae found and second by adding approximately ™% pint of 
Fig. 2. Current-Time Relationship with Nipple and Can Method - : 
: ig. 2. urrent- time elationsnip wi ! e an an ethod. . uf . ! . 
& - P PP water in each test hole just previous to taking the read- 
; ™ Sait ; ing. The Shepard Rod results with the latter method 
tional to the instantaneous ol specie conductivity, be- resulted in a closer correlation as shown in Figure 3. 
cause decomposition products, which vary with different Corfield has stated that the cost of making laboratory 
dissolved salts, have had time to form an 1 retard the tests by the nipple and can method is approximately 
| passage of current, aad also to migrate to and attack — 0 35 each including all costs after the sample is in the 
: the anode.” The change in rate of current flow which | Jaforatory ' 
ij Yee during = —— a .— *  eetelag vy A possible error in the nipple and can method would 
‘ -e » eh- > » "ve 1¢ we. . { 2 e - 
y Figure 2.) The shape ot stone gs te a Sataiad o1 sod result from a neglect of temperature. Temperature cor- 
\ ree peg te asa — a6: — — ral ae a pecakiige rections are usually applied in laboratory tests for the 
id —— . P - _ . , ¢ > seniti4i- . mo "a7 ° ° e oe ° a . 
i ene Teemer cay anc eventually tem eg ont “determination of soil resistance. The temperature cor- 
| a more UAitorm rate. a ie eld ecrease rection is more serious when attempting to compare the 
; - » <orr ‘ ay 2 { > ir . a e e e ° ° ° 4 
‘ ney ore is oe ra een ae pe qd test 1S corrosivity of similar soils from widely separated loca- 
largely a result of polarization and the \ betting a tions with scientific accuracy than when predicting the 
5 . . _ Hac . are ‘ ;WOUS > e ° ° ee ° ore X 
; sin see soil salts, igi ame are analogou Pays the need for protection in a particular locality. The reason 
"er-i tec 1e C ati of these wi ther Bo ‘ . - ; Get 
| over-all effect of the combination of these with other — for such a conclusion is that the average soil tempera- 
decelerating influences observed in the case of buried . 
; ines”? The crease } ‘re ; wwe he canser ; **“A Mathematical Theory of Corrosion’, by J. F. Brennan at the Spring 
} pipes. The decrease in current flow ee © cau | to Meeting of Technical Section, Pacific Coast Gas & Electrical hesitation 
| some extent by the drying out of the soil around the March 1935 
ae ae SS ! , a . 1931 Vacific Coast Gas & Electrical Proceedings, page 527 by A. B. 
' anode, This factor can not be serious or the rate of Ally1 
5 
iestscees testeess seats cance Sess Hate 
COMPARISON OF NIPPLE & CAN AND SHEPARD ROD 
on (Wet Contact) METHODS OF SOIL TESTING. 
< Los Angeles Gas and Electric Corporation. 
& © Soil Moist. e Soil Dry. 
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When you get this pipe... 


the scale has been left behind 





HE smooth, clean interior sur- 
face of Nationa Scale Free 
Pipe makes this class of material 
highly desirable for gas service lines. 
On butt-weld sizes % to 3 inches, 
the scale is removed mechanically 
by the NaTIonat Scale Free Process. 
This prevents clogging of small ori- 
fices, meters, etc. The removal of 
this mill-scale from both the inside 
and outside surfaces, plus the special 
Spellerizing Process, gives NATIONAL 
Scale Free Pipe extra resistance to 
corrosion. Avoid costly repairs or 
replacements by specifying or order- 
ing NaTIoNnAL, the original Scale 
Free Pipe. 


ADVANTAGES 
1. Minimized corrosion — particularly pitting. 
2. Better base for galvanizing or other pro- 
tective coatings. 3. No damage to valve seats; 
no clogging of small orifices. 4. Greater strength 
at the weld — due to the extra rolling in the 
process. 


Scale forms on all 
butt-weld pipe when 
made. We remove it 
mechanically — this 


much fom «neh A) NATIONAL 


of 3-inch pipe 20 feet 


“| Scale Free 


PIPE 
It’s Spellerized 


NATIONAL TUBE COMPANY 


PITTSBURGH, 


United States Steel Products Company, New York, Export Distributors 
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FESCONOMICAL 
CLEVELAND BABY DIGGERS PERFORMANCE 


Digging widths range from 101/2” to 231/2”. 
Digs to 5’6” in depth. Thus it is usable on both 
small and large pipe-diameters. 





YOU NEED T 


ROVED 





















Through the application of the most modern 
methods of quality construction, the Baby Dig- 
ger is comparatively light in weight. This 
means exceptional mobility. Five minutes loads 
or unloads it on its own specially-built trailer, 
and it travels at truck speed from location to 
location. Thus it makes machine-digging eco- 
nomical on many short jobs at some distance 
apart, speeding up your work as well. 


oe 


T HE Baby Digger 

meets squarely 
all your require- 
ments for digging 
gas trench. Maxi- 
mum usability and 
uninterrupted per- 
formance are the 
characteristics you 
have a right to ex- 
pect and demand 
of a trencher. The 
compactness, mo- 
bility, and power 
built into the Baby 
Digger assure you of this type of performance. 
But 58 inches in over-all width, the Baby Digger 
is available for work in the most confined 
spaces. Minimum clearance for obstructions is 
thus provided simultaneously at both sides of 
the machine. 


THE CLEVELAND 
TRENCHER COMPANY 
20100 St. Clair Ave., Cleveland, Ohio 


e CLEVELAND 
BABY DIGGER Model 95 


Experience has proved 
that its inbuilt features 
provide maximum util- 
ity. minimum operation 
costs and widest appli- 
cation to your work. 
This is the type of per- 
formance you need on 
your work and will find 
only in this Cleveland 
Baby Digger Model 95. 
Write for details im- 
mediately. 
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ture in the field varies considerably and it is practically 
impossible to accurately determine the average. The 
error of the index resulting from neglect of temperature 
ordinarily is within the limits of error of the complete 
results. 

Some corrosion authorities contend that for accuracy 
of interpretation, when employing the nipple and can or 
any other method dependent upon a soil conducting elec- 
tricity, the identification of the salts present in the soil 
is essential. There are apt to be salts present which 
will, because of relative solubility or some other prop- 
erty such as a tendency to deposit, materially increase 
or decrease the rate of corrosion. However, the tre 
mendous complexity of corrosion precludes the possibil 
ity of including every factor. The practicality and 
dependability of electrical methods in many conditions 
makes them valuable tools. A few preliminary tests in 
any given location will establish the dependability of 
these methods compared with the longer and more costly 
determination of total acidity or chemical analysis 
Each method in itself is merely a compass which re- 
quires initial corrections for local conditions and fre- 
quent checking to establish the continuity of its correct 
ness. Analysis of a soil to determine the salts present 
requires considerable time for each sample and there 
fore the total number of samples which can be eco 
nomically analyzed is limited. The few determinations 
of salts require basing a conclusion on a minimum of 
tacts which are undesirable. 

The compactness of a soil is important when conduct 
ing electrical tests. The desirable density is that exist- 
ing in field conditions but is impractical of attainment 
in the laboratory. As the majority of refilled trenches, 
particularly at pipe levels, attain their final compactness 
through the action of repeated wettings the compact 
ness of soil samples to be tested by the Corfield method 
may be secured by a carefully controlled wetting of the 
soil in the test cans. Screen can bottoms will allow a 
natural drainage which needs only be of sufficient 
duration to rid the soil of any moisture which will flow. 
Soils such as clays may have to be mixed to visible 
saturation and allowed a comparatively longer drainaye 
period than less dense types. The moistening of soils 
should not be conducted at a rate which will cause 
stratification or a physical washing out of any of 
the ingredients. After drainage is complete ordinary 
can tops may be used to cover the bottom or some 
other method used to prevent air circulation drying 
out the soil too quickly. Compacting the soil by tamping 
will practically duplicate field conditions if tamping is a 
standard practice in all main laying. With practice 
tamping of the soil sample in layers may be accom- 
plished so as to practically duplicate field conditions. 
While tamping surmounts the disadvantage of ingredi- 
ent loss by washing or stratification it may increase the 
soil conductivity by providing a greater density than 
exists in the field. Filling the can in small layers and 
compressing the soil by tapping the can bottom on a 
solid object often provides a compactness comparale 
with the field. 


Putnam Method 


A method antedating but havine some of the char 
acteristics of the nipple and can test is described by 
W. T. Smith’ as follows: 

‘Putnam first proposed a test apparatus using 10 


®***How Soil Corrosiveness Can Be Measured”, by W. T. Smith in 
Gas Age Record, August 6, 1932. 

7 “Electrolytic Measurement ot the Corrosiveness of Soils’’, by I. A. Den 
ison reported in the National Bureau of Standards Research Paper 918, 
Sept., 1936. 


45 


feet of No. 28 iron wire wound in a two-inch diameter 
coil and buried vertically in the soil to be tested. A 
quarter-inch iron rod connected to the bottom of the 
spiral provided the second connection for a two-volt 
battery. After four days an inspection of the wire 
was claimed to show a point where the character of 
corrosion changed, which, by measurement and _ pro- 
portion, could be used to determine the so-called ‘ioniza- 
tion potential’ which Putnam claimed bore an inverse 
relationship to soil corrosiveness. Subsequently Putnam 
has proposed a second apparatus consisting of a frame- 
work of a unit volume with steel end plates. The soil is 
packed in the box and a potential of 1.4 volts is im- 
pressed across the soil for 10 minutes at which time the 
current flowing is measured. Putnam has found this 
current to be proportional to the corrosiveness of cer- 
tain California soils. However, work by Kuhn, of New 
Orleans Public Service, Inc., has raised some ques- 
tion as to the validity of choice of 1.4 volts. There is 
no doubt but that results from this method depend on 
the density of the soil, the dimensions of the test frame 
and other unconsidered variables.” 


Corrosion Cell 


Denison* has developed a corrosion cell which he 
describes as follows: “The corrosion cell consisted essen- 
tially of two steel electrodes separated by a layer of 
moist soil as electrolyte, the whole being contained 
within a brass ring, which formed part of the external 
circuit. By aerating the electrodes differentially the cell 
was enabled to develop its own emf. This effect was 
accomplished by using as cathode a steel screen which 
was more readily accessible to air than the anode. In 
order that the accessibility of air to the cathode would 
be determined by the natural permeability of the soil, 
the cathode was covered by a layer of soil of definite 
thickness and with a definite moisture content. 
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Paraffin 





Cathode screen 
Brass ring 
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Fig. 4. Corrosion Cell. A. Cathode covered by soil; B. Cathode ex- 
posed to air. 


Because of differential aeration the cathode attained 

more positive potential. Consequently, when the cir- 
cuit was closed, ferrous ions entered the soil at the 
anode, and at the cathode an equivalent quantity of hy- 
drogen ions was discharged or otherwise consumed. 
The current flowed in the external circuit from the 
cathode through the brass ring to which it was con- 
nected by solder, completing the circuit to the anode 


through the binding post and the copper wire attached 
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to the anode. Since the brass ring was insulated from 
the soil by a layer of paraffin, its function in the elec 
trical circuit was merely as a conductor of current in 
the external circuit. The cell is shown diagrammatically 
in Figure 4. The parts of the cell are shown in Figure 





Fig. 5. Parts of Corrosion Cell. A, glass ring; B, cell; C, rubber 
stopper; D, copper screen; E, rubber band; and F, specimen. 


30th of the electrodes consisted of low-carbon steel 
Since the cathode screen was not attacked, but simply 
served as the electrode upon which a reducing action 
took place, it was considered unnecessary to make it of 
steel identical with that of the anode. T 
a disk 45 mm. in diameter and 0.3 mm. thick. The 
cathode which was a 16-mesh screen (6 mesh/linear 
centimeter) having wires 0.46 mm. in diameter, was 
soldered across the brass ring or container 1 cm. from 
the top. The brass ring was 75 mm. in diameter, 25 mm 
high, and Imm. thick. 

Electrical connection between the anode and cathode 
was made through a binding post on the brass ring by 
means of a copper wire soldered to the back of the 
anode. In order to restrict, as far as possible, the cur 
rent flow to straight lines normal to the surface of the 
cathode, the apparent area of the latter was made equal 
to the area of the anode. This was accomplished by 
insulating the border of the screen and the inner sur- 
face of the ring with a layer of paraffin. The actual area 
of the screen, calculated from the length and diameter 
of the wires, was almost exactly twice the apparent area. 

Each anode specimen was cleaned by means of alcohol 
and ether. The original surface of one face was then 
removed by rubbing with 1G French emery paper in 
opposite directions, rotating the disk through an angle 
of 90° and repeating the process. The copper wire was 
soldered to the back of the disk, and the prepared sur 
face of the latter was recleaned by rubbine with filter 
paper moistened with distilled water. The disk was 
weighed to the nearest milligram and the reverse sur- 
face was covered with two coats of lacquer. 

The procedure used in setting up the cell was as 
follows: The cell was inverted and the space of 1 em 
above the cathode was filled with dry soil, which was 
compacted by means of a brass cylinder we ighing about 
500 g. The soil was prevented from running through 
the screen by placing a layer of muslin over the upper 
surface of the screen and moistening it with a few 
drops of water. Sufficient distilled water was added 
the soil to bring it to the moisture equivalent. The soil 
layer was held in firm contact with the cathode by in 
serting a circular piece of copper gauze and a glass ring 
between the soil and a rubber band wrapped around the 
cell. With the cell resting on the glass ring, the section 
of the cell between the anode and cathode was filled 
with soil to a depth of 2 mm. and moistened in the man- 
ner described, and the disk placed in position. The sur- 
face of the soil surrounding the disk was covered with a 
thin layer of melted paraffin. The disk was maintained 
in firm contact with the soil by inserting a rubber stopper 
between the disk and the rubber band, as shown in Fig- 


~ 
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ure 4. The circuit was closed by attaching the copper 
wire to the binding post. The cell was placed in a 1- 
quart (0.95L) friction-top can in which a small quan- 
tity of water was poured to provide a_ saturated 
atmosphere. After closing the lid the can was placed in 
a chamber and maintained at 30 + 0.5° C. for 14 days. 

\t the conclusion of the test period the disks were 
cleaned and the lacquer was removed by means of a 
wire brush. When necessary to remove rust, the disks 
were immersed for a few minutes in a warm 10-per cent 
solution of ammonium citrate made alkaline with am- 
monia. Corrosion products not removed by this treat- 
ment were removed with the point of a knife blade. The 
disks were reweighed and the loss in weight was ex- 
pressed as average penetration. All tests were run in 
duplicate, and tests for which the duplicates did not 
agree within 20 per cent were repeated. Typical cor- 
roded specimens are shown in Figure 6. 

For the practical testing of soils certain modifications 








Fig. 6. Appearance of corroded specimens after 14 days in laboratory 
corrosion test. 


in the dimensions of the cell and in the procedure for 

setting up the cell may be suggested. The height of the 

cell should be so chosen that when the cell is filled 

with moist soil and the anode is placed in position, the 

electrodes be separated by a layer of soil 2 mm. thick 

and the cathode well shielded from the atmosphere by a 
(Continued on page 70) 
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American Gas Journal 


invites your 
comparisons 


of a line that presents a modern gas range to suit 
every buying requirement and purse, from the 
amazingly complete ‘‘Cadet’’ to the smartly styled, 
| extra capacity ‘Windsor,’ and all those in between. 
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ROPER’S ow! 


Lifetime Cooking Chart: Permanently 


built in. e “IJnsta-Flame” Lighter: for 1 





Instantaneous action. e Giant High- 
Speed Burner: Fast and economical. e 
“Multi-Flame” Burners: Exact control * 

of heat. e “Air-Stream ” Cooking top: 32 
One piece, easily cleaned. e Simplified 

“Low Temperature” Oven Burners: 


Better oven cooking ... Oven canning. 








\BRBSE ULL 


HESE RANGES have been built conscientiously and carefully. 
Every one in the ROPER line lives up to ROPER standards 
of gas range perfection. More than fifty years of adherence 
to these standards will justify the ROPER, America’s finest, in 
any comparison that can be made. ye Hy 
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Roper Ranges are ideal for use with any type of gas, including bottled gas. 








GEO. D. ROPER CORP. 












General Offices and Plant, Rockford, III. 
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Designed to Meet Modern Pipe Line 
Trenching Demands 


The most recent addition to The 
Cleveland Trencher Company's line 
of trenching and ditching equipment 
is the Cleveland “Model 110” illus- 
trated herewith. 

The ‘Model 110” is constructed 
along the time-proven, patented de 
sign of full crawler ditches, origi- 
nated by The Cleveland Trencher 
Company in 1921 and used by them 
in all models manufactured since 
that date. The “Model 110” is espe- 
cially built to fully meet the vigorous 
field conditions encountered by Pipe 
Line Companies and Contractors. 
The trench cutting capacities are 
from 10 1/2 inches to 23 inches wide 
and to a maximum of 5 1/2 foot 
depth. 

By simple lever-shifting, a multiplic- 
ity of digging and traction speeds, 
in combination with different wheel 
speeds, is available to the oper- 
ator enabling him to cut at maxi- 
mum speed for the work at hand. 
Digging speeds range from | 1/2 
inches to 33 feet per minute. The top 
road speed is 3 MPH. Reports from 
machines on recent jobs in all kinds 
of soil give an average of from 250 
feet to 750 feet of trench dug per hour 
for the entire duration of the job. 
Power for the Cleveland ‘Model 110” 
is furnished by a 325 cubic inch gas- 
oline engine, developing 38.5 HP at 
1000 RPM. 

Advanced digging wheel construc- 
tion greatly improves performance. 
Wheel mounted buckets of patented, 
rigidly-mounted design do the dicg- 
ging. These buckets, as well as al! 
cutting units are constructed to in- 
sure maximum digging capacity with 
minimum expenditure of power. Spe- 
cial equipment handles the stickiest 
soils most successfully. 

Ground bearing pressure is 5.5 
pounds per square inch; with auxil 
iary 16-inch cleats 4.3 pounds per 
square inch. Easily-installed acces- 
sories simplify pipe-stripping for re 
conditioning or replacement. 

The total weight of the ‘Model 
110” being less than 6 tons, it can 
quickly and easily be loaded or un- 
loaded (10 to 15 minutes’ time re 
quired) on a specially built trailer 
assuring maximum economy and 
speed in transportation. This Trench- 
er-Trailer feature is among the many 


pioneered by The Cleveland 


Trencher Company, of Cleveland 
Ohio, and makes machine digging 


profits available on even short scat- 


tered hops and lease lines, ‘‘hot spot 
reconditioning work, etc. 
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New Equipment 





Cleveland Trencher Co.'s New “Model 110” 


Bristol Company Flow Meters 


The Bristol Company, Waterbury, 
Conn., announces the addition of a 
new line of Electric Flow Meters for 
steam, liquids, and gases to its line 
of mechanical Flow Meters. These 
meters operate on the Bristol Meta- 
meter principle of telemetering, to 
transmit readings of pressure, liquid 
level, temperature, and motion from 
the point of measurement to a distant 
point. They can be furnished for re- 
cording, integrating, and indicating 
flow. 

Readings are transmitted over a 
simple two-wire circuit, telephone cir- 
cuits included, which does not enter 
into the calibration of the instru- 
ments. All electrical contacts are en- 
closed in glass. A standard Bristol 
Meter Body is employed to measure 
the differential across an orifice. 
High accuracy is obtained at all 
points on the scale. 


~ 





Ribbed Bolt for Structural Work 





Bristol Flow Meter 


STRUCTURAL RIB BOLT 


A. bolt with ribbed shank for struc- 
tural work and provided with “Anco” 
lock nut to be used as a substitute for 
riveting in structural work is de- 
scribed in a folder issued by Auto- 
matic Nut Company of Lebanon, Pa. 
The diameter of the ribbed section is 
3/32 greater than the nominal diame- 
ter of the bolt and 1/32 larger than 
the hole size in the work. Hand ham- 
mer and wrench are all the tools 
necessary when assembling or re- 
moving the bolt. Standard sizes 
range from 3/8” to 1” diameter for 
work 1/2” to 4” thick. Spacing is the 
same as for rivets. Bolts are made of 
carbon manganese steel, galvanized 
or black, with U. S. Standard threads. 
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and Appliances 


Martin “Variety” Ovens 


Ruggedly constructed on modern lines using galvannealed 
iron with polished stainless steel front, chromium plated fittings 
and 6” wall insulation, the new unit model of Martin “Variety” 
Bake Ovens is shown in the illustration. 

These ovens are made up of individually heated units 4’ - 3 
wide, 9’ - 9” high and 6 feet deep, each having 4 bun pans with 
double deck construction. A single or any number of units 
may be used, each unit being assembled from standard parts. 
Each unit has its own thermostatic control and can be kept 
at the temperature desired independent of adjoining units. This 
enables baking cake and bread in the same oven at the same 
time, holding one unit at 350° while the other is maintained at 
900°. Goods being baked are at all times visible and easily 
accessible. 

Saving in floor space, uniform baking due to use of circulat- 
ing heat system, indirect heating principle and economy in gas 
consumption are among the advantages claimed for this type 
of unit which can be placed agairst a wall in line with the 
flow of production. Whenever greater baking capacity is 
needed, additional standard units may be added to meet the 
demand, each unit having separate temperature control. With 
these units it is claimed that the retail baker can successfully 
compete with the wholesale baker through handling lesser 
quantities of a large variety of goods and sell them warm- 
from-the-oven. 

Martin Variety Ovens have met with ready acceptance 
wherever installed in large and small bakeries, restaurants, 
hotels, chain stores, etc. Manufactured and installed by Martin 
Oven Company, 420 Lexington Ave., New York City. 


Vertical Type Range Thermometer 


A new vertical-reading range thermometer 
known as the “King” is described among 
other types shown in the new catalog of 
Cooper Oven Thermometer Co., Pequabuck, 
Conn. This unit styled to look like a mercury 
type operates on the metal coil principle. 
Dial of porcelain enamel comes in any 
desired color, has a glass face with pointer 
in red or black. Outside case is chromium 
finish. Size 1 1/2 x 3 7/8. 








enamel. 





Single unit Martin oven with part of side removed 
showing sectional construction. 


Cooper 
Range 


Thermo- 


meter 





Range With Pull-Out Oven Among 


Weiskittel Designs 


detail their model 3821 


operated with one burner. 


Princess” 


In their recent catalog of ‘Real Host” gas ranges, Harry C. 
Weiskittel Co. Inc. of Baltimore, Maryland describes in some 
shown in adjoining cut. 

The model embodies a “pull-out” oven, waist high broiler, 
top cake griddle and two hot spots. 
out by a cold handle so that contents may be inspected with- 
out risk of burns. 

The waist-high broiler, cake griddle and two hot spots are 
Streamline designs are furnished 
in white and black or ivory and black vitreous porcelain 


The entire oven pulls 
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THE moet OF UNIT oan 


A Wide Open Market 
for Bake Oven Sales! 


Here’s the Market: 








Bakeries Restaurants 
Hotels Hospitals 
Schools Churches 
Clubs Chain Stores 


The Last Word in 
Gas Fired Bake Ovens 


Is the Unit Construction 
Variety Oven 


It bakes a variety of goods at the same time with 
separate thermostatic control of each unit. Any  g..ci¢ unit “VARIETY” oven. The two chambers can 
number of units can be installed and added to be operated at different temperatures simultaneously. 
as business demands. 




















‘““Variety’’ Ovens make an attractive and economic ATTENTION 


installation. Ruggedly constructed on modern Commercial Managers ! 
lines of galvannealed iron with polished stainless 
steel front and chromium plated fittings, in- 
sulated walls and quick acting doors. 


Wherever installed, Martin VARIETY 
ovens fit better and bake better. Bake 
shop layout is improved. There's big 

















Cake and bread can be baked at the same time. sales opportunity to replace other fuels 

They use a circulating heat system and are more ek See Se Se 

economic in gas consumption than most direct Ask for descriptive data and selling 

heat ovens. aids for salesmen. 

A single demonstration sells them. MARTIN OVEN COMPANY 
420 Lexington Ave. New York 





Below:—Four Unit Oven (32 Bun Pan) in rear of Bakery and Restaurant 
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Back Row—A. B. Cole, H. R. Sterrett, J. A. Weiser, G. W. Stiles, G. P. Velte, R. E. Wright, 
Cyrus Barnes, Otto Price. 
Middle Row—Clark Belden, R. N. Hill, J. A. Cook, W. F. Norton, F. M. Goodwin, E. M. 
Farnsworth, Jr.. C. H. Cummings. 
Front Row—N. B. Bertolette, W. C. Bell, R. L. Fletcher, F. L. Ball, G. S. Hawley, R. J. 
Rutherford, F. D. Cadwallader. 
TE: Vew England Gas Associa- of other papers appear below. tion; “Distribution Developments” 
ion held its Eleventh Annt ial (ther papers presented were “Gas by D. P. Hartson, Chairman, A.G.A. 
Sesclache Conference at Still Stands Unchallenged” by The Distribution Committee, Operating 
Hotel Statler in Boston on Nkcenes Mystery Chet; “Summer and Win Manager, Equitable Gas Company ; 
11th and 12th, with a registration of ter Air Conditioning” by Walter D. ‘‘Market Research Possibilities” by 
402 and a total attendance of over McCrea, Supervisor, Househeating Robert F. Elder, Associate Professor 
500. Both registration and attend Department, Cambridge Gas Light of Marketing, Massachusetts Insti- 
ance were the highest in seven years Company; “Production Develop- tute of Technology, and “Puddle- 
This Annual Conference has be- ™ents” by Richard E. Kruger, Chair- fishing in the New Home Market” by 
come a classic in the gas industry A.G.A. Production Committee, Rk. S. Agee, Sales Promotion Mana- 


Not only does it draw the gas com 
pany executives and employees from 
all New England but a substantial 
number from other sections of the 
country also. These meetings have an 
intimacy and personal touch whic h 
are impossible to secure in a national 
convention. Yet the sessions are 
strictly business affairs devoted to 
the “problems, developments, prog 
ress and opportunities” of the gas in 
dustry in New England; and the per 
centage of those present who attend 
every session would be hard to equal 
elsewhere. 

The Conference opened with pres 
entation of awards for best records 
in selling gas appliances or in gas 
sales increases, and for the best 
papers read at sectional meetings 
during the year. These are covered 
in full elsewhere in this issue of the 
Journal. The form in which th 
sale records of the winning com 
panies is given provides an excellent 
basis for other companies to use in 
judging tne effectiveness of their 
ywn sales efforts. 

The address of President Ball as 
well as several of the papers are pub- 
lished in full elsewhere in this issue. 
Certain of the more important parts 


Superintendent of Gas Manufacture, 


Rochester Gas & Electric Corpora- 


ger, Washington (D.C.), 
Company. 


Gas Light 
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It's 


Our Business—Let’s Mind It 


HERMAN RUSSELL, 


President, 
President, 


“Mind Your Own Business.” This 
advice is just as today as it 
was when we were kids, but it 1s less 
heeded. We, meaning the public gen- 
erally, pay far too much attention to 
the other fellow’s business and en- 
tirely too little to our own. The 
industry is no exception. We spend 
too much time worrying about the 
electric, the oil, the coal business; 
too much time complaining about 
their practices and sales methods, and 
too little time given to the study and 
development of the gas business ; too 
little effort to selling and advertising 
our own product; too much defense, 
too little offense. The gas industry 
lacks vigor. It needs sales minded- 
ness, color, showmanship. The weak- 
ness of our business is in the homes 
of our customers, in a lack of domes- 
tic interest in gas. Why is this and 
what’s to be done about it? 


gC 0d 


gas 


American Gas Association, 
Rochester Gas & Electric Corporation 


The gas industry is noted for the 
development of manufacturing pro- 
cesses that have placed that industry 
in the foreground of economic prac- 
tices. The gas engineers have recog- 
nized and accepted a_ responsibility 
to the general public and have pro- 
duced a utility that is outstanding in 
its record of service to its customers. 

No one can dispute the importance 
of engineering, but what may be 
questioned is the tendency to Carry 
engineering pr: actices from a prov- 
able and predictable field into selling 
which is a field of personal prejudice, 
style consciousness and _ individual 
vagary. 

The weakness in the gas industry 
is not in gas, but in how those of us 
in the industry have failed to do the 
right thing for gas. The lack is not 
essentially in salesmen, we hire them 
and they sell gas appliances: it is not 
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in advertising, except in quantity, be- 
cause we buy advertising space and 
patronize the same _ advertising 
agencies other industries use; it is 
not in appliances because gas appli 
ances are, on the whole, just as good 
and in some cases much better than 
comparable electric or other appli- 
ances. 

We can go so far as to admit that 
we need more salesmen, more adver- 
tising and even better appliances ; but 
these conditions will not overcome a 
lack of sales-consciousness. 

There isn’t a single reason why we 
have to take a back seat in recom- 
mending that our customers use gas 
for cooking, refrigeration, heating 


water or heating their homes. Our 


home service, sales and house heating 
departments have proved time and 
time again gas is best, and yet we ap- 
proach the home with our goods 1n an 
apologetic, timid, negative attitude. 

The gas business, like any other, is 
both a science and an art. We have 
done well with the science side of our 
industry, but we have failed lament- 
ably as artists. Selling is an art—we 
need to take lessons. We must learn 
to be gas artists. The home is our 
canvas—we need to paint the picture 
this canvas in 
bright, detail so vivid, background so 
pleasing, that the effect will be ever- 
lasting in the mind of the housewife 
and the family. Their happiness is 
our let’s mind it. 


of gas on colors so 


business 


Some Thoughts on the Gas Industry 
ALEXANDER FORWARD 


Managing Director, American Gas Association 


In 1936 there was launched the gas 
industry’s first comprehensive cam- 
paign of national advertising in the 
domestic field. In previous years the 
Association has done substantial 
amounts of advertising of industrial 
and commercial gas on a compre- 
hensive plan in the trade journals of 
various industries. Since the first 
year of national advertising is draw- 
ing to a close, it is proper to say it is 
the general feeling that this campaign 
has done a great deal to convince the 
comestic public of the efficiency, 
comfort, cleanliness, safety and in- 
dispensability of gas cooking, water 


heating, and building heating; has 
further stabilized our security post 
tion in the public mind, and_ has 
greatly strengthened the morale of 
our own people. 

It is a truism that one activity 
feeds upon another, and each ad- 
vanced step becomes easier and more 
natural. Confidence born of national 
advertising, of promotional activities, 
of the results of research and of pro- 
duction of better appliances is being 
manifested in new thought and new 
activity which in some form is bound 
to bear fruit and to make for better 
days for everybody in the industry. 


Of Interest " All of Us! 


W. T. RASCH 


President, Association of Gas Appliance G Equipment Manufacturers, 
President, American Gas Products Corporation 


Business generally is and will be 
increasingly better during the year. 
The gas business should be better 
and will be, if we make the proper 
efforts to obtain it. More than 400, 
000 dwelling units will be built dur 
ing 1937 as compared with approxi 
mately 225,000 in 1936. Moderniza 
tion of old homes will continue and 
exceed by far the 1936 figures. Vis 
ualize, if you will, what this building 
activity will mean in the sale of fuel 
burning appliances. 

If the utility and the dealer ex 
pect to be able to serve their cus 
tomers properly, it will not be pos 
sible any longer for them to buy in 
the small quantities they have in the 
past and expect the manufacturer to 
keep his stock of appliances and 
equipment in such shape that prompt 
delivery can be made. The manutac- 
turer will, to the extent of his finan- 
cial ability, build up stocks so that he 


can render proper service to his cus- 
tomers and take advantage of pre- 
vailing raw material and labor prices. 
However, there is a very definite 
imit to these operations and, there 


fore, | wish to go on record to thé 
effect that unless appliances and 
equipment are purchased within the 
er\ ir future in quantity, de- 


liveries cannot be promptly made and 


ertainly not at prices prevailing to- 
lay 
So that the manufacturer is not 
squoted when he advocates dealer 
operat let me say that the creat- 
ing of new dealer outlets must be a 


cooperative effort between the manu- 
and the utility. New dealer 
tlets cannot be obtained without a 
very complete understanding between 
he manufacturer of gas appliances 
and equipment and the utility com- 
panies. We do not feel that the utility 
should go out of the gas appliance 
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merchandising business. On the con- 
trary, it would be ruinous to the gas 
industry to have the utilities curtail 
in any way their activities. They 
should increase their activities and 
continue to sell and display gas ap- 
pliances, but in cooperation with 
dealers wherever possible. 

Can there be a question in the mind 
of anyone but that the more places 
there are for a customer to purchase 
an article the easier it is to make the 
sale? Would it not be ridiculous for 
the manufacturer of automobile tires, 
the manufacturer of vacuum clean- 
ers, the manufacturer of oil burners, 
or the manufacturer of refrigerators 
to display only at one place in any 
given community the merchandise 
thev have to sell? We know we can 
walk up or down any business street 
in large cities or small towns and 
see these articles on sale in many 
places. Particularly is this true of the 
sale of electrical appliances. The 
public is continually reminded of the 
fact through observation, if nothing 
else, that electricity and oil are fuels. 
Displays are to be found not only in 
the city proper, but in outlying dis- 
tricts. 

Now let us contrast this with a 
great many situations that exist in 
our industry today. We will find that 
practically the only display of gas 
appliances is at the gas company’s 
office. In other words, the public 
must actually pass the gas company 
building in order to see gas appli- 
ances and be reminded of the fact 
that gas is also a fuel. 

Many utilities and manufacturers 
believe that gas appliances cannot be 
sold by the average dealer. They do 
not feel that the average dealer such 
as the department store, the jobber, 
the plumber will spend enough sales 
effort to do any kind of a job. A 
proper sales plan of cooperation with 
these types of outlets will entirely 
eliminate the apparent lack of sales 
effort on their part. Naturally, a 
dealer has no interest in the sale of 
gas appliances when he finds the 
manufacturer and the utility paying 
little attention to him and not making 
it possible for him to obtain a fair 
prefit on his efforts. 

I have in mind one situation where 
a gas company has over 300 outlets 
actively promoting the sale of all 
types of gas appliances. While it can- 
not be said that all of these outlets 


are functioning 100%, we do know 


that they are no longer knocking the 
use of gas and talking other fuels, 
and they are at least displaying gas 
appliances. If nothing else but this 
latter were done by these outlets, it 
would still be of considerable value 
to the industry. 
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FOUR REASONS FOR SUPREMACY 
in PITTSBURG’S continuous flow line 














Standing ahead of and apart from all and No. 38. They do it with advantages 
others in popular sales appeal are of low first cost, economy in use, de- 
Pittsburg’s Continuous Flow Automatic pendability and, especially, well regu- 
Gas Water Heaters, Models No. 28 lated automatic performance. 


FOR COMPARISON, CONSIDER THESE FEATURES: 


], Fin-type Heat Absorber and Built-in Thermostat, which provide water 
instantly, heated to the required, automatically controlled temperature. 


9. Preheater, which takes the chill off water before heating, prevents condensa- 
tion and conserves gas. 


3. Thermostat, which restricts the gas flame to the volume of water being drawn. 


4. Nicrotip Burner, which has non-clog tips and assures full use of all gas. 


Send for a test sample of this copper construction, trouble-free, 
maintenance-free continuous flow heater the answer to the 
needs of automobile washers, beauty parlors, drug stores, homes 

anywhere intermittent hot water service is needed on demand. 


THE PITTSBURG WATER HEATER CORPORATION 


PITTSBURGH, PENNSYLVANIA 
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It’s an EYE-OPENER and a SALES-CLOSER 





Estate’s Dramatic 


OOM EAT 


LAP A RR Ae CE ETD LEILA AEE A EN 














Estate believes in building good business as well as good ranges. 
For instance, with the dramatic “Look-See” Jumbo Album pictured 
above, Estate furnishes your salespeople with a real sales-closer. 


As your salesman turns the pages of this oversize, spiral-bound 
picture book, the comfortably seated prospect sees “behind the scenes” 
of the Estate Fresh Air Oven. Estate’s most important, exclusive 
feature — difficult to explain in looking at the range itself — is made 
perfectly clear and easy to understand by means of the charts and pic- 
tures in the album. Following the presentation of the oven, other exclu- 
sive Estate features, difficult to explain without taking the range apart, 
are shown and described in an impressive, easy-to-understand manner. 


A new Retail Sales Manual, sparkling new folders and pamphlets, 
forceful ready-prepared newspaper advertisements and a wide va- 
riety of display material are offered to Estate dealers in 1937. 
Two handsome new catalogues — one showing the range, the other pre- 
senting the extraordinary selection of dealer help materials — are yours 
for the asking. Write to The Estate Stove Company, Hamilton, Ohio. 


| { 
' : ms Role) Go) aU lt 











NEW FOR 1937! 

New “Thermal Eye” 

New Radiant Broiler 
Burner 

New Aluminum Grid-All 


New Speedex Burner 
Grates, which, in com- 
bination with new 
burners and 

Speed-Well Top, provide 
increased efficiency and 
speed of 25 to 30% 

New-Type Double Duty 
Burner 

New “Built-In” Ranges 


New Insulated Cooker 





ESTATE Ga Keg 
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Serving the Commercial Market 
HARRY O. KING 


N. E. Representative, Standard Gas Equipment Corporation 


The New England gas industry 
now serves approximately 80% of 
the commercial market within the 
area of gas service. In 1935, accord- 
ing to A. G. A. statistics, this load 
produced a revenue of nearly $5,000,- 
000 which was almost $2,000,000 
more than the revenue from house- 
heating. This business was secured 
without price concession at rates 
comparable with domestic rates. 

There is another comparison which 
has been made recently in connection 
with the announcement of the Com- 
mercial Cooking School which is 
significant and many times not fully 
realized. A single hotel unit will con- 
sume a monthly load equivalent to 12 
domestic customers during the same 
period. This is also true of a broiler 
unit or a battery of coffee urns with 
steam table. This comparison is 
worth repeating when you consider 
that the rates are comparable. 

The necessity of making trial in- 
stallations based on guaranteed oper- 
ations savings is becoming less of a 
factor in selling replacement jobs 
However, it should be remembered 
that it is perfectly sound. To my 
knowledge, not a solitary trial job 
has been removed because of fail- 


a 


ure to meet the savings guaranteed. 

[It may be said without being ac- 
cused of too much optimism that the 
threat made by oil to capture the 
hotel and restaurant load has been 
appreciably removed. 

The encouraging situation, as_ it 
applies to oil and coal, unfortunately 
cannot be said of electricity. 
competition is our most immediate 
concern, and is worthy of our best re- 
sistance. Electric cooking is not to be 
ridiculed or the competition mini- 
mized. You will find far more tech- 
nical selling problems to be confront- 
ed with electricity than with oil and 
coal combined. The opposition will be 
stiffer and better organized than any- 
thing encountered thus far. 

Most electric companies have high 
lighting and power rates in commer- 
cial establishments. They have found 
high bill complaints may be elimin- 
ated by selling these customers elec- 
tricity for cooking purposes and com- 
bining lighting, power and cooking at 
power rates. This plan has been used 
with marked success during the past 
year. Unless this type of rate is made 
general, however, electricity will find 
difficulty in competing with gas on a 


cost basis. 


This 


Industrial Gas Application Developments 
HENRY HEYN 


Sales Manager in Charge of Heat Treat Division, 
Surface Combusticn Corporation 


Within recent years, one of the 
most credible developments in appli- 
cations of gas has been the develop- 
ment of controlled atmosphere by use 
of the Surface Combustion DX at- 
mosphere gas generating units. Ma- 
terial, finished machined parts that 
are heated in furnaces which are in- 
directly heated by means of radiant 
tubes or where a cast alloy muffle is 
employed in the presence of a pre- 
pared gas atmosphere, is not sealed, 
and if the proper atmosphere is em- 
ployed, there is no decarburization. 
Naturally in such a furnace, the 
products of combustion can not be 
allowed to come in contact with the 
work, neither can they be allowed to 
contaminate the specially prepared 
atmosphere. Whether the furnace is 
of a muffle type unit or of a radiant 
tube heated type of furnace, the 
atmosphere surrounds the 
work during the heating period and 
when annealing the prepared atmos- 


special 


phere surrounds the work during the 
cooling period. 

Controlled atmosphere is_ being 
used in almost every form of heat 
treating furnace including furnaces 
for the ferrous and non-ferrous 
metals as well as in the ceramic in- 
dustry. Controlled atmosphere, in 
addition to preventing scaling and 
decarburization, has several other 
features. For instance, it is possible 
to bright anneal both ferrous and 
non-ferrous metals. The surface of 
the metal on leaving the bright an- 
nealing furnace has a bright sales- 
appealing luster. In many instances 
the work is prepared for shipment 
immediately after leaving the unit. 
No cleaning or polishing are neces- 
sary. In some cases, the work is so 
bright that the touch of the hand 
will stain it. 

In the processing of material, 
pickling with all of its accompanying 
evils is no longer necessary. Recently 
a manufacturer reported his saving 


! 
“wa 


. 


resulting from the elimination of 
pickling, will be over $20,000.00 a 
year. This sum will more than pay 
for the cost of the furnace, and in 
addition a superior product is pro- 
duced. This is one of many credible 
results of the proper application of 
gas fuel. 

During the past year, fifteen in- 
stallations have been made in enamel- 
ing plants using the gas fired radiant 
tube heating element. The application 
of the gas fired radiant tube element 
enables gas to get back that lead 
and competitive fuels. Eight installa- 
tions have been made in the last few 
months, converting electric furnaces 
to gas by the use of the heating ele- 
ment. One large manufacturer in St. 
Louis converted a continuous en- 
ameling furnace from electricity, 
which resulted in a saving almost un- 
believable. The unit was a large con- 
tinuous furnace using an average of 
525 KWH and operated 720 hours a 
month. It had an effective width of 
3 ft., a heating zone of 18 ft. 6 in. 
long, and a cooling and preheat zone 
of 60 ft. This unit was converted to 
gas by using a number of gas fired 
radiant tube heating elements, which 
were installed with very few alter- 
ations to the old furnace. The pres- 
ent cost of gas for operating this fur- 
nace is 8O0c an hour against the form- 
er costs of $5.25 an hour for elec- 
tricity. Operating 720 hours a month, 
the saving, using gas as a heating 
medium, is in excess of $3,000.00 a 
month. Naturally, this saving paid 
for the conversion cost in less than 
six months’ time. 

I have mentioned the radiant tube 
heating element several times within 
the last few minutes. It might be well 
to give a brief description of this gas 
fired heating element, as developed 
by Surface Combustion. It consists 
of a horizontal tube, usually round or 
oval in cross section and “U” or “S” 
in shape, with both ends outside of 
the furnace. At one end is a combina- 
tion burner and mixer where the gas 
is admitted and combustion started. 
At the other end of the tube is a 
suitable eductor, which pulls in the 
required air and exhausts the prod- 
ucts of combustion. As the combus- 
tible mixture is pulled through the 
tube, it burns progressively utilizing 
a form of diffused combustion, until 
at the exit end of the tube it is com- 
pletely burned. 

This progressive combustion 
causes a very uniform heat release 
over the entire length of the tube. 
The gentle suction produced by the 
eductor makes it impossible for the 
products of combustion to escape and 
contaminate the atmosphere even 


though a leak develops in the tube. 
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Promotional Advertising—A New Weapon 
D. D. PARRY 


Wilson & Haight, 


Inc., Hartford, 


President, Public Utilities Advertising Association 


Because of my personal expe 
rience, I tend to take a salesman’s 
viewpoint, and | recall a very wise 
piece of advice that was given me by 
a skilled and successful sales mana 
ger when | was about to take my first 
selling job, specialty selling that is—! 
had sold in stores previously. ‘There 
is this difference between specialty 
selling and the kind you have done,” 
he said, “You were dealing before 
with people who had decided to make 
a purchase, and you had only to sell 
them a particular kind of article. 
Here you are dealing with people 
who have no intention of buying any 
thing, and it’s up to you to make 
them want to buy. In retail selling the 
close is the difficult part of the sale. 
In specialty selling, the approach is 
everything.” Appliance merchandise 
advertising is very helpful, to be sure, 
but it is helpful chiefly at the close 
of the sale. It is possible that there 


Modernization 
HUGH H. CUTHRELL 


Vice President in Charge of Sales, 
The Brooklyn Union Gas Company 


Briefly, I would like to summarize 

with the following five points: 

1. That we take advantage of the 
facilities offered by the FHA 
program—or the banks if FHA 
is discontinued. 

2. That we set up special depart- 
ments to handle modernization 
work. These departments can be 
the extension or enlargement of 
the present kitchen planning de- 
partments. 


j 


3. That the program, as set up by 
the A.G.A.., be closely followed 
up by the gas companies. 

4. To offset electric competition 

we must work out a plan of co- 

operation between the gas com- 
panies and the architects and 
builders. 

That a determined 

made by the manufacturers oi 

gas appliances, in cooperation 


w 


with the gas utility companies, 


to improve and standardize ap- 
pliances. 


The accomplishment of these five 


points by gas companies will enabk 
the industry to record 1937 as on 
of its most prosperous and progres- 
sive years. 


effort be 


greater need for the rein- 
advertising at other 
points. Perhaps your salesman needs 
tvpe advertising that will 
open doors to him. 

| know no better parallel to the 
function of advertising in the battle 


than to compare it with 


may be 


rorcement ot 


nost the 


- business, 


the role of artillery in modern war- 
fare. Not every shot hits its mark 
by any means Nor will artillery 
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alone win any wars. It is valuable 
chiefly as a preparation for infantry 
advance. It breaks down the resist- 
ance of your opposition. It raises the 
morale of your own men. In single 
shots, it isn’t worth much, but plan- 
ned, coordinated into well-timed bar- 
rages, keyed to the infantry advance, 
it is a powerful factor, often the de- 
termining factor in modern battles. 
If it is true that battles are not won 
by artillery alone, it is equally true 
that no important campaigns in this 
day and age are being won without 
it. It’s high time that we roll into 
action with the heavy artillery of 
promotional advertising. 


Home Service Developments 


ELIZABETH 


SWEENEY 


Chairman, A. G. A. Home Service Committee, 
Home Service Director, Empire Gas & Electric Company 


The three oft-repeated aims of 


Home Service—To increase good 
to increase the sale 
of gas appliances ; and to increase the 
have never changed. But 
the emphasis has shifted. Primarily, 
| think every Home Service depart- 
ment concentrated on that first aim 
to increase good public relations. The 
emphasis today has shifted to the 
and load building assistance 
possible for us to render, 

The question arises every now and 


public relations ; 


1 
Sale OT gas 


sales 


again—Are demonstrations needed? 
Well, the gas industry has agreed 


that advertising is needed to the tune 
of a half million dollars—and unless 
[ misunderstand this national adver- 
tising campaign of ours, its intent is 
to constantly remind the public of the 


Satisfactory 


modernity of gas appliances. Perhaps 
| should say “acquaint” rather than 
“remind.” A survey made by Daniel 
Starch and Staff tells us that % of 
the housewives in the country don’t 
know that Gas Ranges are Modern! 
Here are the questions asked thous- 
ands of women, probably most of 
whom are using gas, and here are 
their answers: 

Question: Do New Gas Ranges 
Have: 


HOWARD E. EAST 


Assistant to Vice President, 
Public Service Company of Northern Illinois 


In the middle west we have recent- 
!y done much work on classifying 
customers complaints as a means of 
and improving — service. 
After completion each complaint is 
classified according to its actual cause 
as revealed by investigation. We 
found, however, that 71% of all com- 
plaints received could not be classi- 
hed according to cause, for the very 
simple reason that they had no cause. 
Careful investigation had proved 
them to be unjustified the company 
not being at fault in any way. We 
to compliment ourselves on 
the relatively small number of cases 
in which the company was to blame 
remembered that those 71 
every 100 complaints repre- 


sented customer dissatisfaction 


checking 


when we 


% said % don't 
Yes know 
Automatic lighting .... 52 48 
Automatic oven heat 
COMES 6s. cn ts biaad. 57 43 
}leavy oven insulation . 51 49 
Clock control ........ 50 50 
Simmer burners ...... 36 64 
Oo ‘ ' 
Gas Service 
which, though unjustified in fact, 


were nevertheless real. 


Justified complaints are caused by 
errors, weakness of system, equip- 
ment or objectionable policies. Cor- 
rect the cause and future complaints 
are avoided. On the other hand un- 
justified complaints are prompted by 
misunderstandings, prejudices, half 
remembered earlier difficulties, or ex- 
perience related by others and are 
largely a state of mind. The only way 
to prevent unjustified complaints is 
to inform the public, restore con- 
fidence and dispel illusions from the 
public mind. We are now working 
out a plan for classifying all un- 
justified complaints with the view of 
appiying a suitable remedy. 
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ow This Ball-Tank Water Heater 








Beauty—inside and out: note the gleaming new 
sales producing beauty of the American-Bosch 
Ball-Tank Water Heater—a revolution in de- 
sign made possible by the globe shaped tank. 
The American-Bosch Ball-Tank is made in three 
sizes: 20 gallon capacity—height 55", diameter 
26"; 32 gallon capacity—height 62", diameter 
26"; and 50 gallon capacity—height 66", 
diameter 26". 


& The makers of American-Bosch products have 
always taken pride in creating, designing, 
building and selling products superior to those com- 
monly in use. Built to a high standard of quality, 
these products are proven leaders in their fields. 

















Makes Gas 


the Preferred Fuel! 


HE remarkable efficiency of the American-Bosch Ball- 

Tank Water Heater puts Gas Companies in position 
to prove to their customers that gas is today a more effective 
and economical fuel than ever before. 

For this new water heater is a miracle in design...con- 
struction... performance...sales appeal. In every way it 
reflects a refreshing new conception of how amazingly 
efficient, automatic hot water service can be. 

Outside, the American-Bosch Ball-Tank has style. For 
the first time it brings beauty to the water heater...makes 
it pleasing to look at; worthy of the clean, trim, beautiful 
modern basement. 

Inside, it is entirely new and different—thanks to four 
new engineering features; namely, the Fin-Type Heat Ex- 
changer; Down-Flow Construction; Mon-o-Pack Insulation; 
and the Ball-Tank itself. 

Quality is the essence of this revolutionary new water 
heater. And hand-in-hand with quality goes an amazing 
economy of operation that will turn your customers into 
everlasting friends. The American-Bosch Ball-Tank is re- 
plete with technical and selling advantages. We will be 
glad to give you complete details. 


Gas Appliance Division 


UNITED AMERICAN BOSCH CORP. 


SPRINGFIELD, MASS. NEW YORK BOSTON PITTSBURGH 
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why the American-Bosch onsare other goo NTeEp 
les 
Ball-Tank Water Heater witrican goon. ge 
Is More Efficient... . era e8 bajy © tap tbinety, 
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1. GREATER THERMAL EFFICIENCY | isctsce'jefomn, 
2. GREATER TANK STRENGTH Bien me 


. GREATER DURABILITY DUE TO | nisz“csi, "seo? 
ABSENCE OF CONDENSATION eae 
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4. LOWER STANDBY LOSSES 
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(oii should be 
enthusiastic about 
as ,, Se ae 


@ Modern methods of gas heat- 
ing require unfailing operation 
of automatic mechanism. A 
continuous supply of clean gas 
insures efficient gas heating 
and consumer satisfaction. 
Blaw-Knox Gas Cleaners re- 
move all dust, dirt or abra- 
sive materials from the gas. 
BLAW-KNOX COMPANY 


2070 Farmer’s Bank Building 
Pittsburgh, Pennsylvania 
























“ BLAW-KNOX 











SUPERIOR 


Diaphragms 
Provers 

Repairs 

Service Cleaners 
Gas Meters 


SUPERIOR 
METER CO. 


Brooklyn, N. Y. 
167-41st Street 
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This Question of Service 
HARRY D. LEHMAN 


Manager, Customers Service Department, 
The Philadelphia Gas Works Company 


{in our judgment, as we have sev 
eral times mentioned, there are three 
undoubtedly obvious components of 
good appliance servicing: prompt 
ness, courtesy, and a proper mechani 
cal job. 

Promptness, with us, varies ac 
cording to the type of work. On 
house heater servicing, for example 
there is an hour standard, which re- 
sults from the customer’s dependence 
on us for heat and, also, from our 
somewhat high rate as compared to 
other fuels. This schedule does not 
apply, however, to turn-on of house 
heaters. Promptness on other kinds 
of work may mean the same day. In 
the case of refrigeration on hot days, 
we aim for the same half day. 

The essential need of courtesy in 
handling customers is patent. There 
has been much discussion of its value, 
and the gist of these discussions 


often is that courtesy is probably 
more important than any other fac- 
lor. 

We believe that it is of vital im- 
port, but at the risk of being an in- 
transigent, | have to disagree to the 
extent of believing that doing a good 
mechanical job is as important as the 
other factors combined. By that | 
mean servicing a particular job so 
that in all human probability that 
particular trouble will not recur in 
any reasonable interval. To bring 
about such a result within the limits 
of human imperfections calls for, we 
believe, at least the following : Proper 
personnel, effective training methods 
reasonable organization set-up, some 
system to aid in insuring quality of 
work, some methods of measuring 
quality, methods of measuring and 
controlling costs, field data concern- 
ing appliances. 


s 


Book Reviews 


New Publications of the National Associa- 
tion of Railroad and Utilities Commission- 
ers. 


The following publications may 
be obtained from the State Law Re- 
porting Company, 30 Vesey Street, 
New York City: 

Report of the Special Committee 
on Progress in Public Utility Regula- 
tion, 85 cents per copy. 

Report of the Committee on Public 
Utility Rates—devoted almost en 
tirely to the operation of Objective 
Rates, 85 cents per copy. 

Chart entitled ‘““Recent State Legis- 
lation Affecting Public Utility Regu- 
lation,’ 75 cents per copy. 

Report entitled “Total Annual 
Savings from Rate Reductions by 
Privately Owned Utility Com- 
panies,” $3.50 per copy. 


Markets for Plumbing and Heating Facili- 
ties in Residences. 


That there exists a large poten 
tial market in urban cities of the 
United States for the installation 
of plumbing and heating facilities 
in homes is indicated by a study 
just made public by the Marketing 
Research Division, Sureau= oof 


Foreign and Domestic Commerce, 
Department of Commerce. The study 
evidences a need for both original 
installation of heating and sanitary 
facilities in American homes and for 
the replacement of a large amount of 
each equipment which has been out- 
moded. The basic data included in the 
study were collected as a part of the 
Real Property Inventory taken in 
1934. Titled “Markets For Plumbing 
and Heating Facilities In _ Resi- 
dences” and further identified as 
Market Research Series No. 12, 
copies may be had from the Bureau 
of Foreign and Domestic Commerce, 
Department of Commerce, Washing- 
ton, at 10 cents each. 


Soil-Corrosion Studies, 1934. Rates of 
Loss of Weight and Penetration of Non- 
ferrous Materials, by Kirk H. Logan, 
Bureau of Standards Research Paper RP945. 
Obtainable from the Superintendent of 
Documents, Washington, D. C.—Price 10 
cents. 


This report summarizes the ef 
fects of a large variety of soils on 
many nonferrous metals and alloys. 
Data on the corrosion of iron sub 
jected to the same conditions are also 
given. In general, the nonferrous ma- 
terials, with the possible exception 
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of aluminum and its alloys, in certain 
soils corrode less than the ferrous 
materials under similar soil condi- 
tions, but none of the materials tested 
was tree from corrosion in all soils. 
It appears, therefore, that in the 
choice of materials soil conditions 
should be given consideration. Un- 
fortunately, few people have made 
systematic studies of soils from the 
standpoint of corrosion and not many 
can predict from the chemical or 
physical analysis of soils their effect 
on metals exposed to them. 

The information on the corrosion 
of nonferrous metals, contained in 
this report, would appear to be of 
particular value. Also it is pointed 
out that the interconnection of dis- 
similar metals exposed to soil re- 
sulted in the partial protection of one 
of them and in more rapid corrosion 
of the other. Sometimes, however, 
the formation of corrosion products 
of one of the materials prevented 
continued corrosion. 


Lessons in Arc Welding. The Lincoln 
Electric Company, Cleveland, Ohio. Price 
50 cents. 


The publishers have here pre- 
sented in a concise manner certain 
fundamentals of welding, the knowl- 
edge of which should enable the op- 
erator to use the welding process 
successfully and economically. It is 
essentially a text book for the prac- 
tical man, and contains specific direc- 
tions for making are welds of various 
kinds. It is not a handbook and does 
not take the place of “Procedure 
Handbook for Are Welding Design 
and Practice” or “Designing for Arc 
Welding,” published by the same 
company. 


Crossroads—Facing Facts in 1937. Pub- 
lished by John Wood Manufacturing Com- 
pany, Inc., Conshohocken, Pa. and Chi- 
cago, Ill. Obtainable direct from the 
Company. 


Every gas executive and every 
man connected with the sales organi- 
zation of a gas company should read 
this excellent book. It describes in 
clear readable form the position of 
the gas industry and that of its com- 
petitors, and offers suggestions as to 
what we must do to meet competition 
and how we should do it. 

This is not in any sense an adver- 
tising book. Rather, it may be re- 
garded as the report and opinion of 
a large manufacturer of gas appli- 
ances who realizes that its future 
prosperity is linked with that of the 
gas operating companies and has put 
money and effort into market re- 
search as a matter of far sighted gen- 
eral policy. 
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@Y) PENNIES 


PERMANENCE 





A few pennies more 
buys McWane 2” cast 
iron pipe . . . the perma- 
nent pipe that resists cor- 
rosion .. . stops gas losses 

. increases revenues 
. protects pavements 
...ends replacements... 
all at lowest cost per year. - 


Cast Iron pipe protects 
your revenues, your rate 
structure and your invest- 
ment! 






C.l FotLtower RING OCTAGON 
MACHINED SURFACE S_~ Zs i 
} 


A 


McWANE == : : 





GLANTITE SSS 
HEXxACON 
MECHANICAL funn canted 
JOINT STAYS BOTTLE TIGHT 
Provides maximum flexibility takes 


care of expansion and contraction. Com 
plete line of Fittings! 


Sand Cast Inside and Outside 











CAST IRON PIPE COMPANY 


BIRMINGHAM, ALA SIZES 14%'THROUGH 12" 


Chicago, Dallas, Denver, Kansas City, New York, Vortland, O Salt 
Lake City, San Francis« Las An $ 
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BARBER BURNERS 


Are an Index to the Quality of Any 


GAS Appliance! 


a THIS Appliance equipped with a Barber Burner?” 
How often have you heard that question asked about 
a Gas Appliance! Alert Appliance Manufacturers, sensing 
this trend, know that BARBER Burners smooths the path 
of sales resistance. They know that Gas Companies, Job- 
bers, Dealers, and the public alike have a justified confi- 
dence in anything that BARBER makes. BARBER has basic 
principles which cannot be copied. Avail yourself of the 
complete and improved line of BARBER Burner Units, Gas 
Pressure Regulators, and Controls. Write for No. 37 
Catalog and revised price list. 


— l2%e 











i No. C.U.-90 Burner 


with Safety Pilot 


No. P.U.-160 
Burner 
with Safety Pilot 





No. C.P.-150 Barber 
Burner 
with Safety Pilot 


No. S.P.-15 Burner 


with Safety Pilot 





@ We are Gas Bur- 
ner Specialists and 
offer you the facili- 
ties of our Engineer- 
ing Department and 
Laboratory on your 
Gas Burner Prob- 
lems 





THE BARBER GAS BURNER CO. 
3704 Superior Ave. Cleveland, Ohio 
Address Michigan Inquiries to 


The Barber Gas Burner Co. of Michigan 
4475 Cass Ave., Detroit, Michigan 


BARBER 425 BURNERS 


for Warm Air Furnaces, 
Steam and Hot Water Boilers 


And Numerous Other Heating Appliances 
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News of the Industry 











Natural Gas Convention 
By Chas. D. Greason 


Chairman, Publicity Committee 
Natural Gas Department Convention 


Kansas City, Mo.—Three thousand 
natural gas men and representatives of 
gas appliance and equipment manufac 
turers are expected to attend the annual 
convention of the Natural Gas Depart 
ment of the American Gas Association, 
which will be held in Kansas City from 
May 10 to 14, inclusive. 

Much interest already is being shown 
in this year’s Natural Gas Department 
meeting. For the first time since 1929 
an exhibit will be held in connection 
with the meetings. The manufac- 
turers’ exhibit for the first time at a 
Natural Gas Convention will be held 
under the new Association of Gas Ap 
pliance and Equipment Manufacturers 

C. W. Berghorn, executive secretary 
of the manufacturers group in New 
York, reports already a great amount 
of interest on the part of appliance and 
equipment manufacturers and practical 
ly all of the 120,000 square feet avail 
able for the exhibit in the Kansas City 
auditorium is expected to be taken 

The entire convention sessions, both 
general sessions and sectional commit 
tee meetings, including the exhibit, are 
to be held in Kansas City’s new 6% 
million dellar auditorium 
than a year ago. The new auditorium 
is considered to be the finest in the 
country. 


opened less 


A fine entertainment program already 
has been completed for the visiting gas 
The annual ban 
quet of the department will be held on 


Wednesday 


men and their wives 


evening, May 12, in the 


t 
Rete) 


. 





ain arena of the auditorium. Plans 
being made to handle a crowd of at 


least 2,000 at this banquet. 


are 
Following 
the dinner a big floor show is planned 
and following that a dance will be held 
in the same room, An interesting ath- 
is planned for the men on 
Monday evening 


letic show 


The committee in charge of the en- 
tertainment, headed by Paul C. Ford of 
the Kansas City Gas Company, plans 
many interesting social events for the 
ladies who come to the convention. 

The complete program for all of the 
sessions has been arranged. 
done at 


This was 

meeting of the 
committees and the 
committee in St 
ary zt. 


three pro- 

publicity 
Louis, Mo., on Janu- 
1 The three program committees 
that arranged the program for the con- 
vention were members of the Naturag 
Gas Production Committee, Natural 
Gas Sales and Utilization Committee 
Natural Gas Transmission 

The complete program of 


gram 


and the 
Committec 
the convention soon will be announced 
Plans call for the opening of the ex- 
hibit on Sunday afternoon, May 9. The 
first general session program will be 
held Monday afternoon, Other general 
each morning 
morning when an excep- 
is planned. 
No program is scheduled for Tues- 


sessions will be held 


uel Friday 


tional program 


day afternoon, this afternoon being left 
open so that all who attend the conven- 
tion can have a free afternoon to visit 


+} 


ie exhibit of the appliance and equip- 


be 


Kansas City Auditorium. 


ment manufacturers. 

Two sectional programs will be held 
Wednesday afternoon members 
of the Natural Gas Production Com- 
mittee and members of the Natural Gas 
Utilization and Sales Promotion Com- 
mittee will meet. 


when 


On Thursday afternoon two more 
sectional programs are scheduled, those 
of the Natural Gas Utilization and 
Sales promotion Committee and the 
Natural Gas Transportation Commit- 
tee. The Industrial Gas Conference 
Committee meeting also will be held 
Thursday afternoon. 


Southern Gas Association Convention 
Date Changed 


The annual convention of the Southern 
Gas Association and the Southern-South- 
western Regional Gas Sales Conference, 
originally scheduled for February 10, 11 
and 12, has been postponed to March 10, 
11 and 12, 1937. 

The Conference will be held at the Pea- 
body Hotel, Memphis, Tennessee, and the 
program for the meetings will be the 
same as that originally planned. 





A.G.A. 1937 Convention 


At a meeting of the Ex- 
ecutive Board of the Ameri- 
can Gas Association in New 
York, February 17, it was 
decided to hold the nine- 
teenth annual convention of 
the Association in Cleveland, 
Ohio, the week of September 
27. 

Holding the convention in 
Cleveland will give visiting 
delegates an opportunity to 
inspect the American Gas 
Association’s Testing Lab- 
oratory which is _ located 
there. The major portion of 
the program of testing and 
certification of gas appli- 
ances is carried on at the 
Cleveland Laboratory, About 
93 per cent of the gas ap- 
pliances now produced an- 
nually in the United States 
and Canada are approved by 
the Association’s labora- 
tories. The Cleveland Lab- 
oratory, in addition, con- 
ducts a great part of the re- 
search work carried out by 
the American Gas Associa- 
tion. 
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A. E. Higgins Resigns as Natural 
Gas Secretary 


The American Gas Association has 
accepted the resignation of Captain A. 
E. Higgins as Secretary of the Natural 
Gas Department, effective March 15. 

Captain Higgins resigns to become 
Vice-President of the Pittsburgh Equit- 
able Meter Company. 

After completing his schooling in 
1915, Captain Higgins served with the 
United States Regular Army in Mexi- 
co, with the Villa Expedition, from the 
latter part of 1915 to the Fall of 1916 
He went overseas early in 1917, return 
ing to this country August, 1919, and 
proceeded to Fort Sill, Oklahoma, as 
instructor in the Field Artillery Scl 
of Fire, Department of Material Motor 
and Equipment. He graduated from the 
Field Artillery Schoo 
Class of 1924. 


of Fire in th 





A. E. HIGGINS 


Returned to West Point Military 
Academy, August, 1924, to serve as In 
structor in the Department of Motors 
and Material. Resigned from Regula 
Army, January 1, 1927. 

Qualified as Army Air Pilot in 1918 
Requalified as Civilian Commercial Air 
Plane Pilot, 1928. Now holds both li 
censes and 3,800 hours solo credit 

Joined the American Gas Association 
in 1927 as Field Representative. Took 
charge of the Natural Gas Department 
of the American Gas Association in the 


Fall of 1931. 

In accepting the resignation of Cap 
tain Higgins, Alexander Forward, Man 
aging Director of the American Gas 
Association, wrote him as follows: 

“It is difficult to adequately express 
my regret as the necessity of accepting, 
effective March 15, your resignation as 
Secretary of our Natural Gas Depart 
ment, the position you have occupied 
entirely to our satisfaction since Oc 
tober, 1931. 

“In this period you have secured and 
retained the friendship, confidence and 
esteem of our members of the natural 
gas industry in all ranks. You have suc 


cessfully planned and carried out the 
conventions, committees and _ other 
meetings and have been well supported 
n interest, attendance and participation 
by the leaders of the industry. You 
have shown your adaptability by secur- 
ing from authoritative sources infor- 
mation desired by our members and 
have collected and disseminated the im- 
portant news of the industry 


“We would not, even if we could, 


stand in your way of larger opportuni- 
ties, and | speak for all in assuring you 
f our desire for your success and hap- 
piness 





CONVENTION CALENDAR 
March 


10-12—Southern Gas Association, 
annual onvention, and 
Southern-Southwestert IX 
(yas Sales CL onter 
( \mert in tua \s 
i Peabody Hotel 
é s, Te 
] ] Ut es Assi a 
al 
1?) 
1 «¢ 
\\ 
\ { \ + 
é Berkle 
( H Asb 
| N., J 
April 
12 Am il Gaas \ ciation 
1 ( erence 
s] ° i 4 
12-14 i-West Gas As tic 
innual nvents \Water 
lowa 
1-23 lissouri Assn. of Publ 
Utilities Elms Hotel, Excel 
Sic SI ngs Mo 
May 
}-( Pennsylvania Gas Associa- 
tion, Sky Top Lodge, Sky 
Top, Pa 
10-15—Natural Gas Department, 


American Gas Association, 

Kansas City, Mo 
24-26—American Gas Association 

Production and Chemical 


Conference, New York, N 


Y 
June 
&-9—American Gas Ass’n, Indus- 


ial Gas Section, Industrial 
Gas Sales Conference, Chi- 
cago, Ill 


unadian Gas _ Association, 


annual convention, Chateau 
Laurier Hotel, Ottawa, Can- 


16.4 7 


July 
1-3—Michigan Gas Association, 
Grand Hotel, Mackinac 

Island, Mich. 


September 
Week of 27th—American Gas As- 


sociation, annual conven- 
tion, Cleveland, O. 
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“It is gratifying that we may count 
not only on your continued interest and 
participation in our activities, but also 
on your active work for the present, 
including the Kansas City Convention.” 


a 
Nils T. Sellman Elected to A.G.A. 
Board 


Nils T. Sellman, assistant vice-presi- 
dent, Consolidated Edison Company of 
New York, has been elected a member 
of the Executive Board of the Ameri- 
can Gas Association. Mr. Sellman fills 
a vacancy existing on the Board. 

Mr. Sellman has had an extremely 
active career in the gas industry. A 
graduate of Stevens Institute of Tech- 
nology, in 1913, with a degree in 
Mechanical Engineering, he entered the 
gas business with the Consolidated Gas 
Company of New York that year in the 
utilization department as test engineer 
of gas appliances. After war service, he 
rejoined the company continuing his 
work in the utilization department. 





N. T. SELLMAN 


In October, 1921, he became service 
engineer for the American Gas Asso- 
ciation, later becoming assistant secre- 
tary-manager. He devoted considerable 
time to the formation of the A. G. A. 
Testing Laboratory in Cleveland. 

He reentered the employ of the Con- 
solidated Gas Company of New York, 
as engineer of utilization in 1925. He 
was appointed assistant secretary in 
1928 and later assistant vice-president. 

Mr. Sellman was the first winner of 
the Charles A. Munroe Award presented 
annually by the American Gas Associ- 
ation to the individual judged to have 
contributed most to the development of 
the gas industry during the year. This 
award was made in 1929 for his pioneer- 
ing work in connection with the devel- 
opment of the gas refrigerator. 

He is now president of Regional Ad- 
vertisers, Inc., sponsors of the Mystery 
Chef radio program. 


He has been a consistent and prodi- 
gious worker on American Gas _ Asso- 
ciation activities, having served on many 
important committees and _ presented 
numerous papers at Association meet- 
ings. 
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KITSON 









GAS MAIN Wa 
STOPS 


Made accurately from high 
grade metals. Tested before 
release from our plant... . G-490 
and guaranteed KITSON 
Quality throughout. Detzi's 
and prices upon request. 


G-490 High Pressure 


Roundway Gas Main 
Stop—I. P. Male both 


ends. 


G-491 High Pressure 


Roundway Gas Main 
Stop—Male and Female. G-491 


KITSON COMPANY 


2409-15 Westmoreland St. 


Philadelphia, Pa. 


Kitson Safety Devices Quality Brass Goods 
(Lovekin Patents) for for Gas, Water 
Domestic Water Heaters and All Plumbing Uses 


ESTABLISHED /897 








THE MAN WHO 
PRESENTS 
THIS CARD 


WELCOME 























He brings you’ au 
thoritative and informa- 
tive data on the newest 
devolopments in the 
field of gas purifying. 
Materials and methods 
are his study and work 


And, he is more than a Salesman—he's a Service Man in 
the truest sense of the word His experience, compre 
hensive as it is in itself, is supplemented by that of a 
staff of experts whose contributions are recognized 
throughout the industry He is both qualified and 


equipped to work closely with you 


lalk over your purifying problems with him whenever he 
calls : seek the practical help he is able to offer 
There’s no obligation at all for his services are 
yours with the compliments of the makers of Lavino 
“Activated” Oxide 


* Lavino “Activated’’ Oxide is a material made pecihf 

ally for maximum HeS remova conceded, on the 
basis of its proven worth, t be foremost, today for 
practical activity and capacit 1 copy of the resuits 
f at estigation ft an independent authorit 


E. J}. LAVINO AND CO. 
1528 Walnut St., Phila., Pa. 


Chicago Pittsburgh 





ae a On 














HEATING 
BUNKER “C” OIL 


for carburetting gas requires high 
pressure and high temperature. 


ANDALE 


BOWED TUBE 
HEATERS 


remain tight and are easily cleaned. 
These are the requirements for con- 
tinuous satisfactory operation. 


ANDALE COMPANY 
1600 ARCH STREET 


PHILADELPHIA 














3,400 cu. ft. 





Meters 
Diaphragms 
Repairs 
Provers 
Pumps 
Calorimeters 
Wet Meters 
Gauges 
Apparatus 


METER REPAIR PARTS 


ALL MAKES — ALL SIZES OF METERS 


LARGEST GAS COMPANIES Now 
USING OUR PARTS 
SEND FOR OUR CIRCULAR ON 
METER REPAIR PARTS 


SAMPLES AND PRICES 


GLADLY SENT 
dis alia 


LAMBERT METER CO. 


BUSH TERM. BLDG. 4, BROOKLYN, N. Y. 


All sizes 
up to 


capacity 
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Ask for our new bulletins Nos, AL-18-19 


which are very interesting 


THE ALPHA-LUX COMPANY, Inc. 
192 FRONT ST., NEW YORK 


Philadelphia 


The 


Outstanding 


Gas Purifying 


Material >» » » 


Highest H.S removal 


combined with complete 
Phy si- 


cal structure insures very 


removal of traces. 


low box back 


pressures. 








Chicago 








pliances for you. 
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TRADE CATALOGS 


Published by manufacturers of Gas Equipment and Ap- 
Order by number, using coupon on 





























HIGH 


pressure GAS HOLDERS 





REN Sas 


LOW 





PURIFIERS - TANKS - CONDENSERS 
STEEL PLATE CONSTRUCTION 


INTEGRITY 


GOOD WCRKMANSHIP 


FAIR DEALING 


CRUSE-KEMPER CO. 


AMBLER.,PA,. 





PRESSURE 


YT. EQUIP. 


ADTUSTABI BELI JOINT LEAK 
CLAMPS 
Pittsburgh Equitable Me 
ter CO. soscsesesececses 274 
ALI Ik N AS VALVES 
I st rter Co. 15 
ANTI-VACUUM AND BACK PRES 
SURE VALVES 
Connelly Iron Sponge & 
Governor ( pee 


ARMORED GASKET 














S R. Dresser Manufac- 
ere CE. i accin + koRIS 239 
AUTO VENT BACH PRESSURE 
VALVES 
Connelly Iron Sponge & 
CNR TO. iasaicesee’ 2 
BACK PRESSURE VALVES 
Connelly Iron Sponge & 
epee. CR. ...3.64..20«> 220 
BALANCED VALVE REGULATOR 
Pittsburgh Equitable Me 
COEF UO. cecccscsecceseess 261 
BALANCED VALVE REGULATOR 
REPAIR PARTS 
Pittsburgh Equitable Me- 
a So cass eaaweks kins 269 
BASE PRESSURE AND BASE VOL- 
UME INDEXES 
American Meter Co..... 189 
BELL AND SPIGOT CAST IRON 
GAS PIPE 
McWane Cast Iron Pipe 
Co Wertert yy eT Te 132 
BELL-JOINT CLAMPS—STYLE 60 
S. R. Dresser Manufac 
Sering CO. wescccvsccese 240 
BELL JOINT LEAK CLAMP 
Pittsburgh i le Me 
ter ( bine ae eeecbeee 271 
BOLTITE’ MECHANICAL JOINT 
;AS PIPE 
McWane Cast Iron Pipe 
SY reer ee ea? ei ee . 30 
CAGE TYPE REGULATOR 
Pittsburgh Equitable Me 
Ser < “VTreeeee ce 266 
CALOROPTIC BTU INDICATOR 
Connelly Iron Sponge & 
Governor CO. wicccsces 236 
CARE AND APPRECIATION OF 
AS HOLDERS 
Stace) Bros. Gas Con 
struction ( ae 
CARI AND MAINTENANCE OF 
WASTE HEAT BOILERS’ 
West Gas Improvement 
( OTE TET 167 
ri N RI UGA COM PRESSORS AND 
XHAUS RS (LARGER SIZES) 
( nnersville Blow 
’ MCR ee rere 114 
CHAPLIN LTON AS REGI 
\ R CATALOG 
e ( plin-Fulton Mfg 
Ca c.kk Saheb week 13 
CHEMICAI ANALYSIS OF GAS 
RI N MATERIALS 
vin Cis: 158 
AMPS AND SADDLES FOR STEEI 
AN AST IRON PIPE GENERAI 
CATA 
Vl S ner Co 127 
\ AS FOR REATER PROFIT” 
w-Knox Company .... 292 
MBINA N VALVES 
nm? iron S pong 7 
PEOF CO. cecvvesiee 221 
M EN NE AND ( M 
PR 
é ( pe r - Bessemer 
rp a sa ee 


COMBINED RECORD GAUGE 
Pittsburgh Equitable Me 
SEA 6-08 hab eee ie nn 

COMMERCIAL SINGLE CYLINDER 
GAS ENGINE 
The Cooper- Bessemer 
Corp. 

COM MERCIAI TWIN 

GAS ENGINE 
The Cooper- Bessemer 


CYLINDER 


Corp. 
COM PRESSION FITTINGS STYLE 
65 

S. R. Dresser Manufac 


Suremg CO. wives 
COMPRESSOR UNIT 

The Cooper- Bessemer 

Corp. ii 


CONSUMERS’ METERS 
Superior Meter Co. 


COUPLINGS FOR GAS LINES 
S. R. Dresser Manufac- 
RE © 5c d.bn bmddo-nah 
CRAWFORD 

TOR 
Pittsburgh Equitable Me- 
ter Co. 


SENSITIVE REGULA- 


“CUSTOM-BUILT” 
CONSTRUCTION 
Cruse-Kemper Co. 


METAL PLATE 


CYCLOIDAL ROTARY PUMPS 
Roots-Connersville Blower 
Se ee een a 

DEAD WEIGHT POP VALVE 
Connelly Irong Sponge & 
a re 

DEMAND METERS, 

AND INDICATING 
American Meter Co. 


RECORDING 


DEVELOPMENT OF A DEFINITE 
PROCEDURE FOR THE DETER- 
MINATION OF KU NBERGER 
FOULINGS 

t. J. Lavino & Co. 


DIESEL ENGINES 
3-4-6 & 8&8 CYLINDERS 
The Cooper- Bessemer 


DIRECTIONS FOR FILLING 
FYING BOXES 
SPONGE 

The Alpha-Lux Co., Inc. 


PURI- 
WITH LUX- 


DIRECTIONS FOR 
SPONGE AND 
METHODS 

The Alpha-Lux Co., Ine. 


MIXING LUX- 
REVIVIFYING 


DISTRICT REGULATORS 
Connelly lrong Sponge & 


Governor Co 
DISTRICT REGULATORS TYPE 
MS 


Connelly Iron Sponge & 
Governor Co 


DRY BOX PURIFICATION 


Lavino & ( 
DUPLEX STRAINER PLUG COCK 
TYPE, FOR HANDLING OI! 


Andale Compan) 


DUPLEX STRAINER REMOVES SOI 
ID FOREIGN MATTER FROM 
WATER, OIL AND PROCESS LI- 
QUIDS 

Andale Company 


DUPLEX VALVE 
Andale Company 


ELIMINATING NITRIC OXIDE 
FROM REVIVIFIED SPONGE 
: Lavino & Co. 


EMCORECTOR : 
Pittsburgh Equitable Me- 
OE ERE Serer re TT 


(Continued on page 65) 
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BNCLOSED CASE GAS ENGINES LARGE CAPACITY GAS Mk k RI 
The Cooper- Bessemer PAIR PARTS 
EE ae nt Pynolds 
( ‘ 59 
FIELD REGULATOR SPRING 
= lig ig ARE LOCKING DEVICES FOR VALYES Co FEE ES CT 
Pittsburgh TI quitable Me Merc Vordstrom Valve : 
Dr Ga 0s Osa bee Rees eewe 276 282 
FLANGED DIAPHRAGM  REGULA- se tes * cc ae + ed ea Ackdlel + rer rhe 
TORS : e? 7st? ” \ I f 2 
Connelly Iron Sponge & £05 
Governor Di wane nals vo eae 
MCGAUGH ‘ TEGRATOR 
PLANGED HIGH-PRESSURE REGU Pittsburgh Equitable Meter = 
LATORS ( 70 
Connelly Iron Sponge & 
Governor Gass eat wre 226 MERCURY VALV 
’ ron SPonde 
FLOW CONTROLLER rnoe 31 
Pittsburgh Equitable Me na - 
RE-D. ick tous cue ess 265 ss len oe 
FLOW INDICATING METER 1 n M 174 Reynolds gas regulators, with 
ittsburgh iquitable Me- . . 
Pittsburgh Equitable Me- ee REPAIR over 40 years of experience in 
IN ¢ CAS t Pr . . . . . 
sil a dala S ; , e developing, designing, building 
The Coope Bessemer fur - ‘ 
The per- Bess =~ and testing behind them, have 
METH ) M CN 
‘ioe cumaaeat ASFOU : developed with the industry. 
Blaw-Knox Company ee f 160 
a dinemaeiiadinl METS | r Today . . . these proved Reyn- 
[sbell-Porter Co......... 152 st Gas Improveme 
Isbell-Porter 166 olds Gas Regulators are recog- 
GAS ENGINES . . . 
cam & © erases METRY . - nized by the industry's engineers 
The Cooper- Bessemer mer ns r* i . 
The per ani a as the thoroughly reliable, de- 
M k { 4 RS FOR 
GAS HOLDER CORROSION PRESENTS CHART ” 192 pendable control factors that 
INTERESTING PROBLEMS ames ‘ a" 
Stacey Bros. Gas Con ua So oe have more than kept pace with 
struction Co., Inc 210 "s RS . the times. 
GAS HOLDER INSPECTION ; Mohawh isp Heater 144 
Cruse-Kemper Co, ...... 136 Write our Engineering Depart- 
SAS OLDERS BRIEF EX- MOH AWE HT & WEA DUTY 
sag PF cca ay PIPE AND HOLE TRAILERS ment at the factory—or our near- 
ING PRINCIPLES nawk sprau rea . : 
‘uae daa Cn 137 Co en all ae est branch office or representa- 
ose iheabiaande MOHAWK evanin acum, tive—for immediate and full co- 
sesso It ; eer ET . 
fae Solvay Engineering sia VWohate! yi ee operation. 
ates ey cs 
GAS PURIFICATION | 
Connelly Iron Sponge & MONFL METAL AND WI rEST MET- 
Gouerter CO. sicavesces 212 a p Vv 147 
GAS SCREENS Ww | 
Connelly Iron Sponge & NEW INSTRUMENTS FOR HE IN- 
Governor Co oy 222 gp oes N AS HOLDERS 
GAS TRANSFER VALVE struction Co., In . 208 
lale Co se. .0- 296 
Hutete Company PE APA F WELLS REYNOLDS PRODUCTS 
; _ fomer n Meter ( 186 
GAUGES AND MONOMETERS . a 
Connelly Iron Sponge & See erae re High Pressure Service House Regu- 
ee eae Sk as ae es: SRO American ter Co. 187 lators—Straight Lever Type—Models 
““GLANTITE” MECHANICAI JOINT cmebapiae 0-10-20 series; Toggle Lever Type— 
GAS PIPE Pittsburgh Eas b Meter Model 30 series 
McWane Cast Iron Pipe ; , F r oes 67 ae pein ess 
5 eee toed 131 Low Pressure Service or Appliance 
HARRISON INERT GAS PRODUCERS Kors “ellie 4 A pasar sinicn 127 Regulators. 
-oots-Comnersville Blowe sites sot sialic . P ° » . 
Core wrammecmenin Be cata a LOW PRESSURE District Station Regulators, Single 
( nphene vie ie or Double Valve—Auxiliary Bow! and 
iia io ha OPERATION) - Automatic Loading Device Optional. 
a : : 40 me? ? vi ¢ cr ft i - , 
( bee dcncias an 140 7 a ri - . High Pressure Line Regulators— 
HOTSTUF COMBINATION TOOL AND cial pues Offices: Pilot Loaded—Pilot Controlled. 
ASPHALT HEATERS, SURFACE HEAT Pittsburgh Equitable Metes 4 Dwicht PERE 
ERS, ET i ( 75 ky Mist eR, Toggle Type Regulators—Single 
Mohawk Asphalt Heater K ty, M V Do 
Co Mo oe ae PIPE COUPLINGS AND REPAIR DE avle, Double Valve, Triple Outlet. 
HIGH EFFICIENCY GAS CONDENSERS preeens Seals—Dead Weight or Mercury . Back 
Isbell-Porter Co. .....4. 154 ing 242 Pressure Valves . Automatic Quick 
HIGH PRESSURE REGULATORS PIPING AN ALVES Closing Anti-Vacuum Valves : Auto- 
Connelly Iron Sponge & _ Semet-Solva nginceris matic Shut Off Valves . Lever Operated 
Governor Co. ..... . 213 Core 49 Representatives: : 
Valves . Louver Operated Device 
saa mo a a PLI VALVES FOR L AN AS WELL Atmospheric Regulators . Vacuum 
American BCCEF CO. .see é " Regulators. 
ERONCASE DISPLACEMENT METERS 81 
American Meter ( -« ae 
I F { M 
IRONCLAD GAS METER ’ 18 
Pittsburgh Equitable Meter 
Gh. ahstebaser eseecaes 273 _—- ‘ ts “ 
LABORATORY GAS TESTING APPAR r Me REYNOLDS GAS REGULATOR CO. 
ATUS PREF MED ME RS 
American Meter Co. ... 175 imerican Meter ( Is 
= —~ ANDERSON, INDIANA, U.S. A. 
LARGE CAPACITY GAS METER PRESSEI STE METERS 
ittsburgh Equitable Meter Pitt rg guitable Meter 
pa 35. (sataceeess 258 ( 79 
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Chace Thermostatic Bimetal 
is the active element used in 
this water heater thermostat 
which automatically makes and 
breaks contact at certain set 
temperature. 


If changes in temperature call 
for the automatic movement of 
a switch, operating a_ valve, 
opening or closing of drafts, 

gS or other automatic movements 
Lem in your product—investigate 
ce Chace Thermostatic Bimetal. 
~Sheets, strips, finished forms. 


W. M. CHACE CoO. 


1610 Beard Avenue - - - Detroit Mich. 














New AGA Approved | 
TITAN Temperature and 
Pressure Relief Valve 


This device is installed on the hot water outlet in the 
tank directly in the flow of water. Action, as a result, is 
unfailing and positive, there being no dead pockets to 
prevent proper functioning of 
relief valve. 

Pressure relief is obtained 
through a spring-loaded valve 
whici. ~cens when the pres- 
sure reacnes a predetermined 
point. Should the water be- 
come overheated to 200° F, a 
fusible disc melts and lets the 
water escape thereby prevent- 
ing a further increase in temperature. 

The Titan Relief Valve serves as a coupling connected 
in the line thereby eliminating the necessity and expense 
of a tee fitting. 

To replace fusible disc, it is not necessary to disassemble 
valves or piping in any way. 

Designed for application to storage or range boilers 
Prevents corrosion, scalding and explosion 





Catalog and full information upon request. 
The Titan Valve & Manufacturing Company 


Thermostats @ Safety Pilots @ Relief Vaives @ Safetystats 
9913 Elk Avenue 


Cleveland, Ohio 


WATER HEATER 
CGNTROLS 
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PRESSURE GAGES 
American Meter Co. ... 178 


PRESSURE RELIEF VALVES 
Connelly Iron Sponge & 


de Ot Ee eee 223 
PROVERS 

Superior Meter Co. .... 148 
PURGING A DRY SEAL HOLDER 

Stace) Bros Gas Con- 

struction. Co., [96. ..cecs 211 
QUICK-CLOSING ANTI-VACUUM VALVE 

Rey ls Gas Regulator 

( eevee re ro Pe rrr 122 
RATE-VOLUMI AND LIQUID LEVEL 

CON TROL 


American Meter Co. ... 184 


RECORDING AND INTEGRATING 
ORIFICE METERS 
American Meter Co. ... 195 


RECORDING GRAVITOMETER 
American Meter Co. .... 193 
REGULATOR CATALOG FILE 
Reynolds Gas Regulator 
Ak Saudnamapaecaucaen 119 
RE PAIRIN( AND TESTING SPRAGUE 
CAST IRON GAS METERS AND REGU- 
LATORS 
lhe Sprague Meter Co. .. 124 
“RESULTS IN GLOVER-WEST VERTICAL 
RET‘ rs 
He Gas Improvement 
GU abi dasesrtiocenen « 263 
REVERSI FLOW REGULATORS 
Connelly Jron Sponge & 
Governor ( 224 


REVERSE FLOW WATER GAS MACHINE 
Semet-Solvay Engineering 
CM Sdnc ck sexes oe aten 253 

ROTARY POSITIVE COMPRESSORS 
Roots-Connersville Blower 
Bet ois dnad sad Kanne 113 


ROTARY STRAINER 
indale Company ..... s 203 


R-S DE-EMULSIFIER 


Semet-Solvay Engineering 

Corp Coots eecceerseces 251 
SAFETY SYPHON SEALS 

Connelly Iron Sponge & 

ee Yes ae ee 234 
SCALE FREE PIPE 

National Tube Co. ...... 254 
SCREWED DIAPHRAGM ACCURATE RI 

LIEF VALVES 
Connelly Iron Sponge & 
Covernor 4 eee eeees 229 


SCREWED LOW PRESSURE SENSITIVE 
REGULATORS 
Connelly Iron Sponge & 


Governor Co. ..cccsee 227 
SCREWED SEMI-HIGH PRESSURE 
REGULATORS 
Connelly Iron Sponge & 
eee TG asuccdsan 228 
SEMI STEEL VALVES 
Verco Nordstrom Valve 
ya mer 
SERVICE CHARTS 
Merco Nordstrom Valve 
GO si ckndtediacedans 284 
SERVICE CLEANERS 
imerican Meter Co. .... 179 
SERVICE CLEANERS 
Superior Meter Co. .... 149 
SERVICE COCKS 
Merco Nordstrom Valve 
Co ert tte Ferrer ae 
SERVICE REGULATORS 
Connelly Iron Sponge & 
Governor Co. ..... ani eee 
SHAVING SCRUBBERS 
Isbell-Porter Co. vone eae 
SIMPLEX STRAINER 
Andale Company Cénie ee 
SINGLE & DOUBLE DISTRICT STA- 
TION REGULATORS 
Reynolds Gas Regulator 
( ; aa BBO 
SMYLY MERCURY LOADER, THE 
Connelly Iron Sponge & 
emery CA sccctwswwa 219 


“SOME FEATURES OF THE GLOv- 
ER-WEST SYSTEM OF CARBONIZ- 
ATION IN VERTICAL RETORTS” 

West Gas Improvement 


OU l awaa pees. 10k awe re 165 
SPRAGUE HIGH & MEDIUM PRES- 
SURE REGULATORS 
The Sprague Meter Co. . 126 
SPRAGUE LOW PRESSURE REGU- 
LATOR 
The Sprague Meter Co. . 125 
STACEY BULLET BULLETIN 
Stacey Bros. Gas Con- 
struction Co., Inc. 207 
STACEY-KLONNE GAS HOLDER 
BULLETIN NO. 35 
Stacey Brothers Gas Con- 
struction Co., Inc. .... 205 
STACEY-KLONNE GAS HOLDER 
BULLETIN NO. 40 
Stacey Bros. Gas Con 
struction Co., Inc. ..... 206 
STANDARD DOMESTIC AND CURB 
BOX METER 
Pittsburgh Equitable Meter 
Co. eee ee ee errr 
STANDARD DOMESTIC AND CURB 
BOX METER REPAIR PARTS 
Pittsburgh Equitable Meter 
GO 4s 4hhs nis wks aka . oon 
STANDARD, DREADNAUGHT & 
SPECIAL CAST IRON GAS 
METERS 
The Sprague Meter Co. 123 
STANDARD HEAVY DUTY BLOW- 
ERS 
Roots-Connersville Blow- 
2. ae es 112 
STATION GOVERNORS 
Connelly Iron Sponge & 
Gevernor Co. ......+- sore 
STEAM ACCUMULATOR 
Semet-Solvay Engineering 
a, Sere re ee 252 
“STEAMING IN CONTINUOUS 
VERTICAL RETORTS” 
West Gas Improvement 
Gah. bAeees> t¢00 neu cease 164 
STEEL VALVES 
Merco Nordstrom Valve 
SAX,  stenssaeme ee ces aki eee 
STREFT MAIN GOVERNORS 
Isbell-Porter Co. ........ 155 
TEST METERS AND APPARATUS 
Superior Meter Co is aa 
THROTTLE GOVERNORS & COM- 
PENSATORS 
Tebell-Porter CO. .c.se0es 151 
TIN GAS METER ‘ 
Pittsburgh Equitable Meter 
Co. coreceesececees o° 272 
TINNED STEELCASE DISPLACE- 
MENT METERS 
American Meter Co. .... 197 


TOBEY METERS 
American Meter Co. .... 188 


TOGGLE TYPE REGULATORS 
Reynolds Gas Regulator 
CO. ceessec see seecees 121 


TYPE A FILTERS 
American Meter Co. .... 198 


TYPE A LOW PRESSURE APPLI- 
ANCE FOR HOUSE 
American Meter Co. .... 203 


TYPE “B’’ EJECTOR REGULATOR 
Pittsburgh Equitable Meter 
EA Waadavecasooktau . 277 


TYPE B. SERVICE REGULATOR 
Pittsburgh Equitable Meter 


SO. ceteccsescessecoeesrs 260 
TYPE H REGULATORS 
American Meter Co. .- 200 
TYPE Z AND ZB PILOT REGU- 
LATORS AND RELIEF VALVES 
American Meter Co. .... 199 
TYPES MR, MC, B & BK LIQUID 
PETROLEUM GAS REGULATORS 
American Meter Co. .... 201 
VAPOR CONDENSER 
Andale Company oo ee 


VARIOUS TYPES OF POURING POTS 


re re ee 143 


(Continued on page 67) 
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VARIOUS TYPES OF TOOL TRAIL- “GETTING THE MOST OUT OF 
YOUR GAS BURNER” 


”" Mohees Asphalt Heater Minneapolis Honeywell 
Ci Gawicaganee bands ha, cee Regulator Co .. 169 1 00 Pounds or More 





VERTICAL GAS ENGINES “SILENT SERVANTS” 
The Cooper Bessemer Minneapolis Honeywel e 
Bigs beeps ese 309 Regulator 168 ut to edium or 
fICTOR-ACME GAS PUMPS REGULATORS 
Roots Connersville Blow — ™ 
CF COOP. ccccewssivs ac BES sAS APPLIANCI EGULATO ow 
? Veter 


Pittsburgh Equitable 
VOLUME AND PRESSURE RE vo. . 


, 
sa eet Nese , 3AS APPLIANCE REGULATORS ¢ ressure 


ric “te P y . 
American Meter Co. .... 185 Connelly Iron Sponge 





Governor Co 13 
WET AND DRY TEST METERS 
American Meter Co. .... 176 LOW PRESSURE OR APPLIANCI 
REGULATORS 
WIRE RANGE ORIFICE-——NEEDLE Reynolds Gas Reaulator 
VALVES AND FITTINGS Ce 128 
American Meter Co. .... 190 
RANGELATOR F LLETIN 
APPLIANCES—RANGES Pittsburgh Equitable Meter 
Lo ° 
CATALOG ‘“z” - NEW 1937 
CATALOG OFFICE EQUIPMENT ’ : 
George D. Roper Corp 288 AS pressures of 
ASSURANCE I k PERATING REC — 
suas ask tenet aoa ORDS 50 to 100 pounds 
Oo , ) Ss « - , > ; 
LOG Remington Rand, In 44 or more in tanks or 
Geo. D. Roper Corp. .... 290 Sondietsen savewenbien transmission lines 
INSTRUCTIONS FOR SERVICEMEN Remington Rand, In 248 are reduced to 
Geo. D. Roper Corp. .... 291 emia: \Venalindt ania casei medium or low 
THREE STANDARD CONSUMER a ae a pressure in the dis-  @yTLET 
FOLDERS COVERING MODERN ‘ yton Kana Fe tribution system 
omy a ad TRIPLE CHECK AUTOMATIC FII by the Fulton Tog- Fulton Toggled Reducing 
7e0. Roper Corp. .. 28 ING :; gled Reducing Reg- Regulator 
Remington Rand, In 4¢ 
sie ulator. It can be 
AO AT Eee nn “WHAT ABOUT METER NO. 10 equipped to operate with either natural or manufac- 
; — ae oe oe 42 tured gas, maintaining the desired delivery pressure. 
et aaa BURNER CATA- Constructed with oversize valves for industrial fur- 
OGS ( ? ° . 
Handley Brown Heater 7 ~"ieiaiiaanee Meae in 45 nace installations Also adapted for control of By- 
Co So 72 se a i Product Coke Oven Gas. Ask for Bulletin No. 2573. 


DUSTRIAI 
PITTSBURGH STREAMLINE MER- IN TRIAI 











CHANDISE AUTOMATIC BOILER FEED PUME The 
The Pittsburgh Water CONTROLS 
ats Cle ic ee P.M. Lattner Mfg. Co. 109 CHAPLIN-FULTON MFG. COMPANY 
“WATER HEATER SALESMEN’S CENTRIFUGAL COMPRESSORS & J 
HANDBOOKS” EXHAUSTERS (SMALL SIZES) 28-40 Penn Ave. Pittsburgh, Pa. 
Handley Brown Heater Roots - Connersville Blow 
Earn ee ee ee re 171 er Corp ee 10 
“WATER HEATER WALL POSTER” CHEMISTRY AND PHYSICS OF 
Handley Brown Heater THE COMBUSTION OF GASEOUS 
CM. cease cddwdascadates 173 runs : ; , 
J La no cr Lo 62 
APPLIANCE ACCESSORIES JOHNSON NO. 300 
CONDENSATION RETURN SYSTEMS 
GAS SERVICE PRODUCTS P. M. Lattner Mfg. ¢ . 108 
Hays Manufacturing Co. 255 DIRE JE 
H. £E FLUELESS BOILER FOR CT | 
“THERMOSTATIC BIMETAL” PRESSES AND STEAM IRONS 
204 P. M. Lattner Mfa. ( 107 


WH Chace Cossssn. 204 Pe BM Latter ItfoCo,« MELTING FURNACE 


TYPE A. FILTERS 


American Meter Co. cs te won — r T : 
sie P. M. Lattner Mfg. | 106 The many outstanding patented features of 
TYPE A. LOW PRESSURE APPLI- JOHNSON GAS DIRECT JET BURN this Johnson furnace make it the most efficient, 
F 202 ERS, FURNACES, TORCHES . 
American Meter Co. .... 203 Johnson Gas Appliance Co. 111 durable and_ economical 
Tyres ¥ AND YDC Low Fase iaiicaaeiiea sian iaaiaiitetees Mecatadig type of melting furnace 
gg ag 202 Roots - Connersville Blow made. No motors or blow- 
Americas eter Co. .... 202 er Corp 104 ] hi 
APPLIANCES—BAKI ener ae ee ae aN S ers are used to achieve a 
OVENS METERS quick, intense, uniform heat. 
The Sprague Meter Co ‘ - : 
THE VARIETY UNIT OVEN ieee cxisiti - E asl ] Vy adjusted Johnson 
Martin Oven Company .. 310 TUBULAR INDUSTRIAL GAS BOII Patented Direct Jet Orifice 
ERS 
KITCHEN OWENS > M. Lattner Mfc s . sme ‘ ; 
Martin Oven Company 311 P. M. Lattn y. I Regulators insure maximum 
oe VICTOR-ACME AIR BLOWERS efficiency from any type of 
HOUSE HEATING Roots - Connersville Blow Th RP A alli 
, pS 101 gas. 1e specially de 
“CHRONOTHERM, THE SIXTH : P © I . 4 " 
SENSE FOR COMFORT” VICTOR-ACME GAS PUMPS removable cast iron pot has 
Minneapolis Honey- Roots - Connersville Blow ee Oe 4 
well Regulator Co. ...... 170 OF GOB. xstwsasiasex 103 a capac ity of oe a of 
lead. Equipped with three 
i ee ee ee a ae a powerful Johnson Bunsen 





Burners. Ideal for melting 
all low or medium fusion 
metals, alloys or chemicals. 


| Evrror, American Gas Journat, 53 Park PLace, New York 


| Please send (at no expense to me) the following booklets 


| (Insert numbers from list) | 


Write for free catalog. 


| | GAS APPLIANCE 
| ee, en ee ee PONS © tees ixci eater aed | eam ¢ ja r Rapids @ IOWA ©. 
° | x 





| MEET CCPC EE YT Tee TE CORT CES ee ORT CE YT Seer 
j Eastern Representative: 
| c. B. BABCOCK Co. J. H. McePHERSON 
OMEN <0 Jered OSA Ty eo, 2 lel x | 135 Bluxome Street 250 Stuart Street 
| 4 SPD eee seeseseeeeseseseseseseseses ee ceoeoeeees esos San Francisco, Calif. Boston, Mass. 
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Associated Gas Announces Changes 
of Executive Personnel 


Announcement has been made of sev 
eral changes in executive personnel 
in Southern properties of the Associat 
ed Gas and Electric System. 

Alex Speer, who has been president 
of Florida Power Corporation for the 
past eight years, has been elected presi 
dent of Virginia Public Service Com- 
pany with headquarters at Alexandria, 
Va., succeeding J. S. Avery, who 1s 
moving to New York City to become 
a vice-president of The Utility Manage 
ment Corporation. 

Albert W. Higgins, who has been a 
vice-president of The Utility Manage 
ment Corporation, New York City, 
since 1936, will assume charge of the 
Florida and Georgia properties of the 
Associated Gas & Electric System and 
has been elected president of the Flor 
ida Power Corporation, St. Petersburg, 
to succeed Mr. Speer. 

Mr. Speer will have associated with 
him in Virginia, Frank A. Mitchell 
as vice-president and general manager 
of the Virginia Public Service Com- 
pany. Mr. Mitchell has for some time 
been vice-president and general man 
ager of the Eastern Shore Public Serv- 
ice Company with headquarters at Sal- 
isbury, Md. Lewis Payne, who was 
formerly vice-president of Virginia Pub- 
lic Service Company, has been elected 
president of Eastern Shore Public Serv 
ice Company and will take up his duties 
at Salisbury at once. 

Mr. Mitchell goes to Virginia Public 
Service Company with more than 23 
vears’ experience in the various ac- 
counting, operating and management 
phases of the utility industry, having 
been identified with the Eastern Shore 
Public Service Company, serving some 
32,000 customers on the Delmarva Pen- 
insula, since 1913. 

Mr. Payne was general superintend- 
ent of the Virginia Western Power 
Company. When this company was 
merged with Virginia Public Service 
Company in 1926, Mr. Payne was named 
division manager at Cliffton Forge, Va 
In 1932 he became vice-president and 
general manager of Virginia Public 
Service Company. 


——* 


Byllesby Elects Officers 


Announcement has been made by 
H. M. Byllesby and Company of the 
election of E. Mortimer Newlin of Phil- 
adelphia, and R. Miles Warner of Chi- 
cago, as vice-presidents of the com 
pany. 

Announcement also has been made of 
the appointment of Guy Hoffer as sales 
manager of the western division of H 
M. Byllesby and Company 

Mr. Newlin has been associated wit! 
H. M. Byllesby and Company since 
1919 and was appointed manager of the 
company’s Philadelphia office in 1924 

Mr. Warner graduated from Prince- 
ton University in 1922 and became as- 
sociated with H. M. Byllesby and 
Company, April, 1929. Since then, he 


has been a member of the c rporation’s 
buying department 
Mr. Hoffer opened the Omaha office 


for H. M. Byllesby and Company In 
August, 1929, he was transferred to Chi- 
cago and made assistant sales manager 


f the bond department 


Cottrell Honored 


Dy Frederick Gardener Cottrell, 
Washington, D. who perfected the 
process by which the cost of helium gas 
was reduced from $1,700 to 10 cents a 
cubic foot, has been chosen to receive 

e Washington Award for 1937 Ihis 

is just been announced in Chicago by 
Edward J. Mehren, chairman of the 
Washingt \ward Commission 

Dr. Cottrell is president of Research 
Associates, Inc He is widely known 

| p 


as a chemist and metallurgist, a former 
director of the U. S. Bureau of Mines 
and director Fixed Nitrogen Labora- 
tory, U. S. Department of Agriculture 


Besides his achievements in the cheap 
production of helium, Dr. Cottrell is 
famous his work in nitrogen fixa- 
tion, for his processes of cleansing 


gases of dust and dirt by electrical pre- 
cipitation al d for research in petroleum 
technology [The award has been made 
for his “social vision in dedicating to 
the perpetuation of research the _ re- 
is achievements in science 


a 
De 


300-Mile Pipe Line Constructed in 
Record Time 


What is stated to be a world’s rec- 


ord tor speed in pipe line construction 
was made on the new 300-mile crud 

| pipe line recently completed for the 
Shell Oil Company from Bakersfield to 
Martinez, Calif Completed in 70 days, 
every joint of the line was welded by 


electric irc, which method has been 


: 
used on a million pipe joints 


n over 
25,000 miles of lines in many parts of 


Pipe used in construction of the line 
is 6, 8, and 12-inch diameter, the 
pe ends being bevelled to approxli- 
te] 30 deerees 
lain butt joints without backing-up 
g were used to connect the pipe 
was lined up on skids and dol- 
es 1 sections of 240-280 feet for 
iking the firing line welds. Following 
ing up, the joints were tack welded 
Three beads were used per joint, and 


ximately 5 joints welded per hour 


Welding was done by the shielded arc 


process W t] machines and electrodes 
S lied by The Lincoln Electric Com- 
pany, ( leveland, Ohio Phe welding 
yntractor was H. C. Price, Inc., of 
Bartlesy ¢ Okk homa, and _ the general 

ntractor Lindgren and Swinnerton, 
Los Angeles, Calif 

When tested under air pressure with 
S suds not a single leak was found. 
Accompanving illustration shows weld- 
ing operations on the i:ne 
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Se a aU ae 
DOUGLAS A. BUCKLER 


Douglas A. Buckler, advertising direc- 
tor of Southern California Gas Company, 
passed away at his home at 232 North 
\lmont Drive, Beverly Hills, California, 
on February 106. 

Highly esteemed in the gas industry and 
the advertising profession, Mr. Buckler 
had been associated with the gas com 
pany for the last six years. Prior to that 
time he was advertising manager of the 
Bank of America in Los Angeles. 

Mr. Buckler was born in Provo, Utah, 
and is survived by his widow, Mrs. La- 
Verne Buckler, and by his father, A. E. 
Buckler, of Salt Lake City. 

He was a member of the Advertising 
Club of Los Angeles and a director of 
that organization in 1934. He was also 
active in committee work for the Pacific 
Coast Gas Association. 


Ohio State University Welding Con- 
ference Held March 3, 4 and 5, 1937 


The Department of Industrial Engi- 
neering, Ohio State University, Colum- 
bus, Ohio, held the Sixth Annual Weld- 
ing Conference and Exposition at Co- 
lumbus, March 3-5. This conference 
annually attracts many men interested 
in manufacture and use of welding 
equipment. 

This vear’s conference included a 
special three-day course in are welding 
design and practice presenting mate- 
rial of interest to all men interested in 
welding—Architects, Engineers, De- 
signers, Production Managers, Welding 
Supervisors, Foremen and_ operators. 
The course is under the direction of E. 
W. P. Smith, nationally known welding 
authority of Cleveland, Ohio 


% 


Mercoid Corporation Opens 
Philadelphia Branch 


The Mercoid Corporation, manufac- 
turers of Mercoid Controls, with general 
office and factory at Chicago, announce 
the opening of a branch office and 
warehouse at 3137 North Broad Street, 
Philadelphia, where a complete line of 
their controls will be carried on stock 
to facilitate prompt service in that ter- 
ritory. The new branch will be in charge 
of W. K. Stauffer, assisted by John 
Jex, Jr 


t 


Dealer Co-operative Campaign 


The Alabama Gas Company, Mont- 
gomery, Ala., has enlisted Montgomery 
dealers in a cooperative campaign in be- 
half of gas heating appliances. The 
utility is glad to furnish an engineer to 
make a free heating survey for its dealer 
customers. A drive is also being made 


on space heaters. The city has really 
become gas conscious since natural gas 
was first introduced in 1930. 
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THE GOODMAN STOPPER 


The Reliable Shut-Off for 
Street Mains 


Equipped with Improved 
Patented Locking Sleeve, 
which locks both handles 
to the pipe. Stopper can- 
not slip. Gas cannot pass. 





“HANDLE & 
LOCKING SLEEVE @ 





Safety Gas Main Stopper Co. 


523 Atlantic Avenue. Brooklyn, New York 











SERVICE STOPS 


SINCE 1869 Hays has 
built dependable brass 
products for the Gas 
Industry. Standard, Special 
Weight, Heavy Pattern 
and High Pressure Stops 
to meet all requirements 
are manufactured by 
Hays in a full range of 
sizes. Write for Catalog 


No. 4 today. 
ERIE. PA. 





HAYS MANUFACTURING CO. 








SPRAGUE 
CAST IRON GAS METERS 
and 


REGULATORS 


are standard equipment 
the World over 
Write for catalogs 
THE SPRAGUE METER CO. 
Bridgeport, Conn. 


6Y 


TROR HYDRO 
Uy y 





for best results. Repeat 


dose regularly. 


Dr. Purification. 


Gas Purifying Materials Co. in. 


Long (sland City, NY Providence, RL. 











POSITION OPEN 


Gas Range Salesman to solicit utility companies etc 
Apply Harry C. Weiskittel Co., 4901 Philadelphia Road, 
Baltimore, Md 

















JOURNAL GAS FLOW COMPUTERS 
For High or Low Pressure 
PRICE $3.50 EACH 
For Sale by AMERICAN GAS JOURNAL 











ISBELL-PORTER COMPANY 





Engineers and 
Contractors for 


Complete 
Gas Works 











NEWARK. NEW JERSEY 


Manufacturers 


of All Kinds 


of Gas 
Apparatus 




















fo RAD 
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AUTOMATIC 
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side coupled with descriptive folders 
and a complete assortment of dealer 
helps and mailing pieces. Included also 
are prepared newspaper advertisements, 
window displays and pick-up folders. 
Details, specifications and features of 
all Pittsburgh models are covered by 
salesman’s handbook sheets. 


—  &e— 


Semet-Solvay Installs Large 
Piping System 


Semet-Solvay Engineering Corporation, 
of New York, is fabricating and installing 
a new blast furnace gas and cold blast 
pipe system in the Ecorse plant of the 
Great Lakes Steel Corporation, Hanna 
Furnace Division. Pipe and fittings of 
various dimensions up to 60 inches are 
being furnished. 

This is the second important plant pip- 
ing project undertaken by Semet-Solvay 
Engineering Corp. for the Great Lakes 
Steel Corporation, a 48” line for blast 
furnace gas having been completed re- 


Minneapolis - Honeywell Sells Air resident, pointing he Air Condi- cently. This line will be used for the 
Conditioning on Behalf of Industry tioning signature t cores Kingsland, transportation of gas from the Hanna 
lso \ mre ent, while George B. furnaces to the power plant of the De- 
Finding considerable confusion in th Bento ght), Dir of Advertis-  troit Edison Company. 
minds of the public in regard to the 1 Ad Li s, Addis Lewis ’ es 
meaning of the term Air Conditioning & A tes. look on . 
Minneapolis-Honeywell has devoted its Magazines such as “Time”, “Life” C. M. Houck, New Vice President 
entire Spring Advertising Campaign to iain +. Se Garden’, Pittsburgh Testing Laboratory 
wards selling Air Conditioning to the Amer Home Business Week 
public on behalf of the Industry and “Nation’s Business” will be used Mr. C. M. Houck, formerly manager 
As a result of a number of questiot this Spring, to be followed by similar ot the inspection division of Pitts- 
naires throughout the Industry and effort, emphasizing Automatic Heating burgh Testing Laboratory, was elected 
among consumers, it seems to be quite and Air Conditioning in the late sum-_ vice-president at the January meeting 
clear that the majority regard Air Cor mer and fall montl In addition to of the Board of Directors. His prede- 
ditioning as a synonym for cooling, nationa agazines, newspaper space cessor in the vice-presidency, Mr. A. 
in summer, or humidifying in winter will be used, | ajority of the R. Ellis, was recently elected president. 
The majority are not yet conscious that larger centers Mr. Houck has been with PTL for 
Air Conditioning embodies cooling, cit % the past six years, and is widely known 
culating, cleansing, and de humidity 1 g, Water Heater Sales Plan to technical men, public officials, in- 
in warm months and heating, circulat dustrialists and executives of the build- 
ing, cleansing and humidifying in cold “The Streamlined Merchandiser” is ing industry, through his association 
months. the title f a simplified selling plan with the present company, and former 
Herewith is shown one of a series of issued by Phe Pittsburgl Water- connections with Heine Boiler Com- 
advertisements to appear in national Heater Corporation, of Pittsburgh, Pa., pany, of St. Louis, and UGI Contract- 
magazines, with John Pauling, vice n the rm of a 12-page display broad- ing Company, of Philadelphia 
Pipe Coating and Corrosion a recent study of soil moisture relations. based on enere\ 
(Continued from be col side ations, it appears that the moisture equivalent 
: can be attained by suction produced by means of a 
layer of soil 1 cm. thick. The diameter of 1] | should Buchner funnel and a water pump. The desired pres- 
be so reduced that it would be only slightly gr sure 1s maintained by pouring a thin suspension of silt 


than the diameter of the disk. 

In order to avoid the necessity - determining 
advance the proper quantity of 
soil, it would be preferable to presaturate the soil con 
tained in the cell and to bring it approximately to the 


moisture equivalent by the application of suction. Fron 


watel 


on the filter paper before the soil is applied. The silt 
ayer allows water to readily through it but 
ntirely prevents the flow of air. This method of pro- 
ducing the moisture equivalent could be readily adapted 
to th ‘rosion test. 


) — ¢ 
(Continued in April issue) 
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Coal Gas Plants—Hori- 
zontal Ovens, Benches, 
Refills, Additions, Re- 
pairs, Charging and Dis- 
charging Machines 





IMPROVED EQUIPMENT~RUSSELL ENGINEERING 


DIVISION OF 
COMBUSTION UTILITIES CORPORATION 
24 STATE STREET 
NEW YORK 


Oil Gas Plants—“Refrac- 
tory Screen” Process for 
Base—Standby or Peak 
Loads—On Existing or 
New Water Gas Sets 
Low or High B.T.U. Gas 
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Alpha Lux Co., The 
American Meter Co. 
Andale Company 
Barber Gas Burner Co., ° 
Blaw-Knox Company 


Boone County Coal Corp. 


Chace Co., W. M. 
Chaplin Fulton Mfg. Co., T 


The Cleveland Trencher Co. 


Cooper Bessemer Corp., The 
Cruse-Kemper Co. 
Dresser Mfg. Co., S. R. 
Estate Stove Co. 
Gas Purifying Materials Co. 


Hays Manufacturing Co, 


Johnson Gas Appliance Co. 
Kitson Co. 


Ke yppers Co. 
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Going Over the 
Hurdles of Competition 


(Continued from page 12) 


We must recognize the impor- 
tance of truth in advertising, but 
truth vigorously stated and no 
pussyfooting. Truth is on our 
side and there is no reason at all 
to hide our light under a bushel. 


We are fast awakening to this 
need. A splendid start has been 
made. The Mystery Chef Program 


is on the air over many of the coun- 
ry’s leading networks and is most 
effective wherever it is used. ‘Be 
an Artist at the Gas Range” is be- 
coming the guide-book to millions of 
housewives all over the country and 
other millions are clamoring for it 

The excellent work of the A.G.A. 
testing laboratory and the signifi- 
cance of the Blue Star Seal of Ap- 
proval is becoming better known 
and appreciated by the public ev 
ery day, but it can stand a lot 
more exploitation and_ publicity. 
The national advertising campaign 
less than a year old with its full 


color pages in leading women’s 
magazines and the Saturday Even- 
ing Post is not only making the 
public gas conscious as it never 
was before, but it is a powerful 
force in uniting the industry and 
giving its employees confidence. 
It is a forceful prestige builder 
and should be amplified and also 
supplemented by local advertising 
of the individual companies. 


United we stand. Personal pride 
and prejudices must be submerged. 
The best ideas of all must be ex- 
changed and the industry as a 
whole must play the game to- 
gether. This is a day of national 
movements, mass action, coopera- 
tive effort. 


If we go forward in a fighting 
mood, with aggressive spirit with 
the finest fuel on earth to sell at 
prices that are right the future of 
our business is assured and every 
hurdle will be easily taken in our 
stride, and at the tape, gas will 
lead the field on every competitive 
track in this broad land. 


Court of 
Kitchen Relations 


(Continued from page 26) 


MARTHA: Then 
should be at an end 
there is to it. 

MRS. NELSON: Thank vou. 
Judge Holmes .. . You make every 
thing sound so easy. 

MARTHA: Don’t thank me . 
thank your new automatic gas range. 
Phat’s what simplifies cooking prob- 
lems for you and for everyone else 
that has one. 


troubles 
that’s all 


your 
and 


The Company, however, maintains 
the policy of not sacrificing the 
entertainment value of the program 
for an excessive amount of 
mercialization.” 


““com- 


The Peoples Gas Light and Coke 
Company is credited with being the 
sponsor of the oldest continuous 
radio program in Chicago. Its home 
service lecture programs were begun 
in 1922, back in the crystal set days, 
and have continued without inter- 
ruption ever since. 
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Minneapolis-Honeywell Acquires 
National Regulator Controls 


An agreement for the acquisition of th 
complete line of pneumatic controls manu 
factured by the National Regulator 
of Chicago, has been entered into betwee! 
that company and Minneapolis-Honey 
well Regulator Company Minneapol 
Honeywell is the largest manufacture 
control equipment, being 
1885, while the National Regulator Con 
pany was formed thirty-five years ag 
As a result of this acquisition by Minne 


established 


apolis-Honeywell, the heating, ventilating 
and air conditioning industry and the 
laborating professions will have availabl 
from one reliable source a full range 
both pneumatic and electric controls 
control systems. 

Industry can now turn to a single a 
thority for impartial information regard 
ing the most suitable control applicat 
irrespective of type, to meet the requir 
ments of any given installation, big 
small, old or new, in any type of struc 
ture. 

Information relative to this added h 


of National Air Operated Controls and 


the augmented Modutrol Service, is ava 
able at any branch office of the Minne 
apolis-Honeywell Regulator Company 


— ye a 
Johnson with Homestead Valve 
Homestead Valve Manufacturing 


Company announces the return of El- 
liott G. Johnson to take over his old 
duties as Advertising Manager, after 
a four-vear leave of absence, during 
which he was serving the Government 
as Ordnance Engineer with the Navy 
A background of Mechanical Engineer 
ing received at Carnegie Institute of 
Technology, and early training at West 
inghouse Electric and Manufacturing 
Company, prepared Mr. Johnson for his 





INDUSTRIAL GAS 
BOILERS 


Tubular or Flueless 
34 to 45 H.-P. 





P. M. LATTNER MFG. COMPANY 
CEDAR RAPIDS, IOWA 











work in the industrial advertising field. 
He previously served Homestead Valve 
Manufacturing Company as Advertising 
Manage seven and one-half years, 
and is a Past President of the Indus- 


al Advertising Council of Pittsburgh 
% 
Herbert Shoemaker Joins American- 
Bosch Gas Appliance Division 
bert Philadelphia, 
Penna., s been appointed District Man 


Herbe Shoemaker, 


ager ¢ the Southeastern territory by 
United American Bosch Corporation, 
Springfield, Mass., manufacturers of 
\n in-Bos Kompak Automatic Gas 
Water Heaters and will make his head- 
juarters in Washington, D. (¢ Mr. Shoe- 
maker is well-known in the gas industry 


having formerly been connected with the 


Py , - ] 
miect! ux Division ot serve, Inc 





HERBERT SHOEMAKER 


Bort ! Philadelphia, Penna. Mr. 

SI waker graduated from the University 
Pe sviva 1 as Bache Science 

1915. He mediately entered the ap- 

A eld and has had considerable ex- 

eri in selling to utilities and distribu- 
s I t ¢ € lg the mpl \ f tl 

" ‘ s he operated his own 

siness in Mem] s, Tenn., for several 

+ 

Gardner Adv. Co. Adds to Personnel 

\ I >¢ ant el, Torn erly \ ic¢ Presi- 

Hart Vance Company, has joined 

( « Advertising Company 

1) re s sever vea Schanuel 

s ti gens n 

uC > R anges Air 

9 (aas lea ge tor the 

( Lig & Power ( 

2 s County ss and the 
Mississ River Fuel (¢ of St. Louis 
Pe s Gas & Coke of Chicago 

Rex Cole, Inc., of New York City 

In connection with the Gardner Experi- 

1 Kitchens in St. Louis, Schan- 


! activities will cover Market 
Development work in the Home Ap- 
an ind Home Modernizing fields 
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Merco Nordstrom Valve Co. 
Wins First Award 


The Merco Nordstrom Valve Com- 
pany of Pittsburgh and Oakland won 
first award at the Fourteenth Annual 
Convention of the National Industrial 
Advertising Association which recently 
convened in Philadelphia. The exhibit 
which captured first prize consisted of 
a series of quadra-color inserts that 
have appeared in numerous trade jour- 
nals featuring Nordstrom Valves. The 
campaign was prepared under the direc- 
tion of Rodney S. Reed, Jr., advertising 
manager of the valve company, and was 
placed by The McCarty Company, ad- 
vertising counsellors. 

— oe i . 
Columbia Gas and Standard Oil of 

N. J. End Mutual Ownership of 

Facilities in East 


The Columbia Gas and Electric Cor- 
poration and the standard Oil Company 
of New Jersey have terminated their com- 
mon ownership of important natural-gas 
transmission properties in the Eastern 
part of this country by taking over the 
respective minority interests owned by the 
other party and by making a cash adjust- 
nent. 

Columbia Gas thus becomes the sole 
he natural-gas system extend- 
ing from Southern West Virginia through 
Virginia and Maryland into Southeastern 
Pennsylvania and of the lines running 
from near Olean, N. Y., across Southern 
Central New York State and into North- 
ern New Jersey. 

Standard Oil of New Jersey at the same 
time has increased its interest in the 
natural-gas system running from North- 
Central Pennsylvania to Syracuse, N. Y. 

a - 
Appointments Announced by 
Lincoln Electric 


owner of t 


Three appointments to the sales staff 
of its Chicago office, 1455 West 37th 
Street, are announced by The Lincoln 
Electric Company, Cleveland, Ohio. 

The men appointed include Robert A. 
Wilson, architectural graduate of Cor- 
nell University 1935, George Mandula 
who attended Ohio State University 
Law School for 2% years, and A. T. 
Cox, Jr.. who attended Purdue Uni- 
versity and was Sales Engineer for the 
J. D. Adams Co., Indianapolis, Indiana, 


for three vears. These men will be as- 
sociated with G. E. Tenney, Manager, 
and J. C. Ardagh, H. M. Downing, W 
B. Horton and L. W. O'Day, Sales En- 
ineers of the Chicago office The office 
is equipped with stocks of Lincoln 
we Iding machines, electrodes and acces- 
SOTICeS 


~ 
New Bulletin 


Whitehead Automatic Gas Storage 
Water Heaters are described in a bulle- 
tin recently issued by Whitehead Metal 
Preducts Co., 304 Hudson Street, New 
York. The advantages of Monel metal 
tank and mineral wool insulation are 


, 


featured as well as automatic ther- 
mostatic control. Sizes are 20, 30 and 
40-gallon capacity. 





THE NAVY PIER, CHICAGO 
Automatically controlled by 
Minneapolis-Honeywell 


CONTROLS 


E Navy Pier in Chicago is the largest gas fired space heating job in 

the world, nearly a half mile long, extending into Lake Michigan. It is 
heated by 105 unit heaters, automatically controlled by 70 Minneapolis- 
Honeywell Thermostats and relays. The total gas input to the unit heaters is 
28.620 B.T. U. per minute, heating 261.616 sq. feet of floor space. Whatever 
the requirements of a building may be. there is a Minneapolis-Honeywell 
automatic control system engineered to exactly fit the specifications. 
No job is too large, and none too small... Minneapolis-Honeywell 
Regulator Company, 408 East Twenty-eighth Street, Minneapolis, Minne- 
sota ... Branch and distributing offices located in all principal cities. 


MINNEAPOLIS-HONEYWELL 


Control Systems 


BROWN INDUSTRIAL INSTRUMENTS FOR INDICATING, RECORDING AND CONTROLLING 


AUTOMATIC® 
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Recent view of storage yards 
at one of the Connelly plants 





Towering stock piles of 
selected materials for mak- 
ing Connelly Iron Sponge 








WHEN you need any form of purification material—lIron 
Sponge, Wood Filler, or Unmixed Oxide—you can order 








“IRON Connelly products with the confidence that your regular CONNELLY 
SPONGE” requirements or emergency demands can be filled promptly OXIDE 
The  seientifically from stock. Connelly service goes hand in hand with Con- es a 
nel yaa og nelly quality. ide, properly hy- 
’ drated and alka- 
d cess . = 
gy ister At the Western and Eastern Plants, an ample backlog of lized, ready for 


. . . . ~ ° mixing. m 
imum uniformity, materials is kept on hand, including Selected Filler made to ni LI 


quality product of 
capacity, activity 














in Medeiniies our own specifications—<Active, Hydrated, Alkalized Oxide extra high absorp- 
. ion capacity. 
—and ready-to-use Iron Sponge for high efficiency gas puri- setpi 








fication. 


For any quantity or any grade, at any time, call Connelly for 
delivery by Rail, Truck or Water. 


CONNELLY 


Connelly Products: Unmixed 


iron Oxide, iron Sponge CONNELLY IRON SPONGE & GOVERNOR CO. 
eees te 

bear gg a CHICAGO, ILLINOIS ELIZABETH, N. J. 
——Smyly Mercury Loaders 


—Distribution Supplies. New England Representative: T. H. Piser, Wellesley Hills, Mass. 
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